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An Energizing Atmosphere! 


If the atmosphere is right, we are happy and successful in our work. If 
it isn’t, we aren’t. This is especially true of members of an agency organiza- 
tion. These are the elements of an energizing atmosphere: 


Harmony in the local agency and respect for its leader. A sense of unity 
with the Home Office. Expert.training of the novice, and cooperation with 
the experienced. Modern and efficient working systems and tools. The high- 
est ideals that life insurance knows. One hundred per cent service to policy- 
holders and beneficiaries, — speed in issuing policies, in settling claims, in 
making loans,— speed and unfailing courtesy in making policy changes and 
in all other dealings with our members,—such service is a productive asset. 
These are in the Penn Mutual atmosphere. Also,— 


Our representatives profit because the Penn Mutual accepts from its 
agencies surplus lines and brokerage business, thus widening their source of 
income and service, but without lowering the acceptance standard for risks. 
Our reinsurance facilities are extensive and ample. Also,— 


Our representatives know that Penn Mutual promotions are made from 
our own ranks, with rare exceptions. We have made several notable promo- 
tions in the last few months, and that will be our continuous policy. 


There is one other element of a happy atmosphere — success must 
be in the air! The Penn Mutual is forging ahead in its production of 
new business. In the first three months of 1929 we gained 30 per cent over the 
first three months of 1928; and in 1928 we made a heavy gain over 1927. 


Our Chicago Agencies are doing a record-smashing business. Here they 
are: 


Alexander E. Patterson, 120 S. La Salle St. Franklin 7575 


Stumes & Loeb, 112 W. Adams St. Randolph 0560 
W. A. Alexander & Co., 134 S. La Salle St. Main 5100 


Places for ambitious and industrious men and women, who have chosen 
life insurance as their life’s career. We will train them, put them on the road 
to success, and travel it with them. 


Wm. A. Law, President 
Wm. H. Kingsley, Vice President Hugh D. Hart, Vice President 


THE PENN MUTUAL LIFE 
INSURANCE COMPANY 


Independence Square PHILADELPHIA, PA. Founded 1847 
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North American Reassurance Company 


Lawrence M.Cathles, President 


250 PARK AVENUE 


CNew ‘York, 
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A DIRECT MAIL PLAN 
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ALEXANDER E. PATTERSON 
General Agent 

| THE PENN MUTUAL LIFE INSURANCE COMPANY 

Suite 1336—120 S. La Salle St. 


CHICAGO 
FRAnkiin 7575 
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We Now Present Our 
“Combination :°° 


A NEW POLICY makes its bow. The “Combination 3°’, devised by the Illinois Life, 


makes its appearance at a time when field men are clamoring for “‘low rate insurance”’. 
Let the following premium rates, shown at representative ages, speak for themselves! 


They surely will be heard even in these uproarious times when so many companies and agents 
are vying with each other in the ‘Free ’Bus to the Astor House” huckstering for new business. 


CO mun Premiums Per sooo» 


© Age First 3 Years Thereafter ‘) 
O 


21 $ 9.59 $14.37 
25 9.87 15.96 
30 10.35 18.48 
35 11.09 21.79 
) 40 12.27 26.18 
45 14.36 32.18 
W 55 25.48 51.63 DD 


—- 50 18.38 40.41 
“Combination 3°’ will be issued in the minimum amount of only $3,000 and while the rates 
are so low as will make silk-hat prospects and agents sit up and take notice, yet the MINIMUM 
amount insured is so reasonable that it is easily within the reach of the Average Man whose 
insurance interests we are proud to serve. 


**Combination 3” will not be issued for less than $3,000 or more than $100,000 at ages 21 to 
55 inclusive. 


*Combination 3” is an extra preferred risk policy for those employed in such pursuits and 
surroundings only as are entirely without physical or health hazards. Manual workers are 
not eligible unless engaged in such cultural professions as artists, draftsmen, sculptors, and 


the like. 


In this policy Illinois Life men have a working tool which is keen enough to cut through the 
resistance of the toughest *“*‘Low Cost”’ prospect. 


The Illinois Life Insurance Company enjoys the distinction 
of being the first legal reserve life insurance company, 
now active, to be chartered by the State of Illinois. 


Illinois Life Insuranee Co. 
Chicago 


Raymond W. Stevens, President 


Illinois Life Building 1212 Lake Shore Drive 
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Pick Committee 
to Outline Plan 


Will Recommend Successor to 


Claris Adams in American 


Life Convention 
MEDICAL SECTION MEETS 


Dr. Henry W. Gibbons of the Western 
States Life Has Been Elected 
President 


BILOXI, MISS., May 2.—The meet- 
ing of the medical section of the Amer- 
ican Life Convention took on unusual 
importance this year because it was an- 
nounced following the meeting of the 
executive committee of the parent or- 
ganization that Claris Adams, secretary, 
manager and general counsel, had re- 
While it was known to some 
beforehand that Mr. Adams will leave 
the organization to become executive 
vice-president of the American Life of 
Detroit, yet to most it was a distinct 
surprise and shock. A committee of the 
executive committee and former presi- 
dents consisting of Clarence L. Ayres, 
American Life of Detroit; J. B. 
Reynolds, Kansas City Life; H. M. 
Woollen, American Central Life; Daniel 
Boone, Midland Life of Kansas City, and 
O. J. Arnold, Northwestern National 
Life, was appointed to recommend a suc- 
cessor to Mr. Adams. 


Joint Committee to Be Named 


In Mr. Ayres’ address as president of 
the American Life Convention to the 
medical section, he proposed a_ joint 
committee of the parent organization 
and the section to consider closer co- 
operation. The convention adopted the 
resolution. 

Dr. Henry W. Gibbons, medical direc- 
tor of the Western States Life, was 
chosen as the new president of the 
medical section; Dr. C. B. Piper, Guar- 
dian Life, vice-president; Dr. F. L. B. 
Jenney, Federal Life, secretary; Dr. H. 
Ww. Dingman, Continental Assurance of 
Chicago, chairman of the program com- 
mittee. Detroit, Los Angeles, Colorado 
Springs and Denver made a bid for the 
next meeting of the section. 


Outstanding Papers 


signed. 


What might be called the two out- 
Standing papers were those by Dr. 
Graham of the University of Toronto 
on “Goitre” which was said to be the 
best delivered on the subject in years, 
and by John M. Laird, Connecticut 
General, on “Disability.’ The American 
te Convention disability committee 
held a lengthy and spirited meeting dis- 
cussing the pro rata clause in disability 
contracts and the definition of disability 
oY percentage. The committee ad- 
journed to meet in Chicago, June 8. 

sub-committee with Dr. H. 3 
Cook ot the Northwestern National as 
chairman was appointed to consider 
disability rating of substandard lives and 





Claris Adams Is to Join | 
| 


American Life of Detroit 





Claris Adams, secretary, manager and 
general counsel of the American Life 
Convention, tendered his resignation to 
the members of the executive commit- 
tee at their meeting at Biloxi, Miss., 
this week. He will assume the duties 
of executive vice-president of the 
American Life of Detroit at the end of 
the convention year in October. Mr. 
Adams assured the officers and commit- 
tee that he would continue on the job 
until the Cincinnati gathering, which 
will complete two years of service for 
him. 


Will Share Ayres’ Responsibilities 


In his new connection Mr. Adams will 
share the responsibilities of administer- 
ing the company with President Clar- 
ence L. Ayres, who is also president of 
the American Life Convention. The two 
men have been brought together in or- 
ganization work and Mr. Ayres formed 
a very high idea of Mr. Adams’ ability, 


good judgment and capacity for growth. | 


Mr. Adams will have largely to do with 
the economical administration of the 
American Life’s affairs with particular 
reference to its sales organization at the 
start. President Ayres realizes that the 
production end of the business is about 
the biggest problem with a life insur- 
ance company. He himself has given 
much time and thought to this part of 
his organization. As the American Life 
has grown he has realized that one man 
cannot do all the work. 


Started 22 Years Ago 

The American Life started 22 years 
ago next October as the Northern As- 
surance with capital of $100,000 and 
$25,000 surplus. From this modest be- 
ginning Mr. Ayres and his cohorts have 
built up a company of no mean dimen- 
sions. It has $94,000,000 insurance in 
force, something over $15,000,000 assets 
and policyholders surplus in excess of 
$1,000,000. The American Life has built 
itself solidly on its earnings. It has 
been paying 8 percent dividends to 
stockholders. Mr. Ayres has never 
asked for any contributions from stock- 
holders ftom the time of the original 
subscription. Last year the American 
Life earned over $288,000. 

On July 6, 1921, the company entered 
into a treaty of reinsurance with the 
American Life of Des Moines and on 
Aug. 1 of that year the Northern Assur- 
ance changed its name to the American 


Life, as being more distinctive. The 
company has always had _ influential 
backing. It has been blessed with good 


management and has been a success in 
every way. Mr. Ayres as the guiding 
genius is a hard worker, a man of 
vision, resourceful and possessing most 
excellent judgment. 





The growth of the American Life is | 
shown as follows: 


Insurance 
in Force 


Capital 
& Surplus 





1907 ....$ 1,594,500 §$ $ 121,3 
i912 .. 9,093,460 116,052 
1915 .... 12,185,019 116,503 
= 120,316 
612,386 





1,011,276 








At this stage of the journey Mr, Ayres 
has felt it necessary to surround himself 
with young men of superior ability and 
build in a more energetic way. Recently 
Alphonse E. Lamble was made agency 
manager. He will do constructive work 
in the field, being asociated with Super- 
intendent of Agents Ellsworth H. Mar- 
shall. 


Claris Adams’ Career 


Mr. Adams is one of the outstanding 
men in life insurance. He is an attor- 
ney, having been a member of the legal 
firm of Turner, Adams, Merrell & 
Locke of Indianapolis at the time he 
was elected secretary of the American 
Life Convention. He had been prose- 
cuting attorney at Indianapolis and had 
long been recognized as one of the bril- 
liant young lawyers of his city. He is 
an orator of splendid attainments who 
always leaves a splendid impression 
from the platform. He was born Feb. 
S, 1891, at Mt. Carmel, Ill. He received 
his education at Butler College in the 
Indiana Law School. 


Mr. Adams assumed his position at 
the Detroit meeting of the American 
Life Convention Sept. 1, 1926, when 


Mr. Ayres was elected a member of the 
executive committee. At that time the 
organization was making a _ radical 
change and Thomas W. Blackburn, one 
of its founders and its continuous sec- 
retary, was retiring. The headquarters 
of the association were to be moved to 
St. Louis. The American Service Bu- 
reau was to be thereafter in charge of 
the secretary of the American Life Con- 


vention. Mr. Adams, therefore, had a 
most difficult task to meet. He has 
done much in a constructive way in 


maintaining and increasing the reputa- 
tion of the American Life Convention. 
He has made many friends by his de- 
lightful personality and willingness to 
help. 
Probable Division of Officers 
In the readjustment of the arrange- 
ments for supervision at the American 
Life Convention headquarters it is 
stated that there will likely be here- 
after a division in office. Many of the 
members feel that there should be a 
secretary and treasurer whose function 
will be to look after the details of the 
office of which there are many. Then 
the manager and general counsel should 
be the supervisor, the contact man, the 
legislative commander, and so on. 








another with Nelson Bagley of 
Travelers as chairman to study occu- 
pational rating of disability risks. 





Crocker Boosts Membership Campaign 


In a recent letter to the John Hancock 
field and office force, President 


the , 


| of the life 


Walton L. Crocker says: ‘The associa- 
tion movement is one of the strongest 
forces in existence for the good conduct 
insurance business in our 
land,” stating that those who join the 
association movement are helping their 
own cause. He urges a liberal enroll- 
ment from the John Hancock ranks, 








Call Conference 
on Underwriting 


Medical Men, Actuaries and Selec- 
tion Supervisors to Meet 
May 17 


TO DISCUSS REINSURANCE 


Gather in Metropolitan Life Auditorium 
in New York—First Meeting 
of Its Kind 


2.— Underwriting 
both risk 
insurance con- 


NEW YORK, May 
surrounding 
disability 


problems large 


business and 


tinue to be of such great importance 


that a special conference of actuaries, 
medical directors, home office underwrit- 
ers and supervisors of selection has been 
called for the afternoon of May 17 in the 
of the Metropolitan Life. 


and the ses- 


auditorium 


This is unusual action 
brings together for the first time 
all of directly concerned with 
home office underwriting problems. Its 
transactions will be entirely informal, so 
that no specific action will develop, but 
it is expected that great strides will be 
made toward ironing out the difficulties 
in connection with these two puzzling 
underwriting problems through this 
open forum of all concerned. The call 
for the meeting was sent out last week 
by James D. Craig, vice-president and 
actuary of the Metropolitan and presi- 
dent of the Actuarial Society of Amer- 
ica. 


an 
sion 


those 


Te Consider Reinsurance Phase 


Selection of risks in large lines, espe- 
cially in connection with reinsurance, 
is the first item to come up before the 
special meeting. This is a problem that 
has become one of the most troublesome 
in the home office in recent years and 
notably in recent months. It has grown 
largely since the war, as the huge lines 
of business and some personal insurance 
have expanded to hitherto unknown lim- 
its Never had there been any cer- 
tainty as to the experience on “jumbo” 
lines, for the only basic record on this 
was the old Canadian experience. Fur- 
thermore, that experience regarded as 
jumbo lines business which is now only 
regarded large, million dollar poli- 
cies having grown apace. During the 
past two years, however, it has become 
evident that something was _ radically 
wrong with the experience on the mod- 
ern large lines. Huge claims were be- 
ing filed with increasing frequency and 
subsequent investigation showed in 
countless cases that there had been no 
justification in the original selection. All 
concerned, actuaries, medical directors, 
selection supervisors and _ inspection 
service heads were puzzled and sought 
some solution. Particularly in connec- 
tion with inspection reports was need 
for improvement seen. 

That action was urgent was evident 
by those who felt this item the heaviest, 

(CONTINUED ON PAGE 28) 
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Seek 1 Receiver 
for Old Colony 


Illinois Files 
Action in the Circuit Court 
at Chicago 





Attorney General 


DECISION UP ON MAY 6 





Petition States That the Company Is 
Now Impaired to the Extent 
of $485,362 


Attorney General Carlstrom of Illi- 
nois applied last week for a receiver for 
the Old Colony Life of Chicago, which 
has been in straits for some time. Judge 
Harry Fisher of the circuit court at Chi- 
cago has set May 6 as the date when 
he will rule on the question whether the 
company shall be turned over to the 
Illinois director of trade and commerce 
for liquidation. The company has been 
enjoined from transacting any further 
business or disposing of any of its as- 
sets pending the decision of the court. 
Judge Fisher stated that he would issue 
a temporary injunction in order to keep 
all the assets in statu quo until final de- 
cision is reached. The petition was 
amended so that the officers could pay 
salaries coming due ‘April 30. 

Impairment of $485,362 Found 

In the petition the attorney general 

alleges that there is an impairment of 


$485,362, as disclosed by an examination 
as of Dec. 31. The assets were found 
to be $4,209,276, liabilities $4,568,087, 
making a net impairment of $358,811, 


which with a paid up capital of $126,551 
makes the total impairment $455,362. 
The company has net legal reserves of 
$4,298,925 and other reserves totaling 
$40,201. It is holding $64,628 in trust 
for policyholders, representing funds 
that had been left with the company 
for investment. The insurance in force 
is $36,180,052, of which $12,203,555 is 
participating and $23,976,957 is nonpar- 
ticipating. The company reinsured 
$805,830 ‘business in other companies. 
Company Long in Trouble 


The Old Colony Life has been in 
trouble for some time and this has led 


Occupational 


Has Become Important 


Rating 





Dr. Frank L. Grosvenor, medical di- 
rector, and Nelson Bagley, assistant ac- 
tuary of the Travelers, collaborated in 
preparing a paper read ‘before the medi- 
cal section of the American Life Con- 
vention on “Occupational Rating.” In 
part the treatise says: 

“The tremendous increase in the vol- 
ume of insurance has extended the list 
of occupations and required familiarity 
with classes before met with only upon 
rare occasions. The writing of insurance 
upon groups of individuals has com- 
ipelled the underwriter accustomed to 
viewing the cases one by one to think 
of occupations in terms of entire indus- 
tries. The introduction of the double 
indemnity benefit has called for a knowl- 
edge of extra mortality from accident 
alone. The adoption by company after 
company of the permanent total disabil- 
ity clause has made necessary the addi- 
tional study of the disabling influence of 
occupation. 


Extra Premium for 
Hazardous Occupation 


“The premium for standard life insur- 
ance is based upon a certain rate of mor- 
tality. When that rate is exceeded as to 
a particular group and the increase is 
ascribed to the occupation an extra pre- 


mium may be required for applicants 
with that occupation. The amount of 
such extra premium, corresponding to a 
certain extra mortality, after the latter 
has been obtained with reference to the 
standard table of the company, depends 
upon the methods of the company and 
will vary of course among companies as 
the methods vary. 


Inspection Reports 
Show Improvement 


“Whether an extra charge ior a speci- 
fied occupation group must apply, in 
regular life insurance, to each member 
of it, or whether each ifdividual case is 
to be selected on its merits, taking into 
consideration the type of factory, local- 
ity, sanitary conditions and other facts, 
is a matter to be decided largely by the 
circumstances under which the insur- 
ance is written. In either event, the chief 
point requiring careful attention is the 
determination of the actual occupation 
of the applicant. After that has been 
learned, reference to the occupational 
manual—most companies have a com- 
prehensive classification—at once gives 
the rating in almost all instances. 

“A complete description of occupation 
details in each instance is more than can 

(CONTINUED ON PAGE 28) 








many companies to look into the situ- 
ation to see whether it could be taken 
over with any degree of certainty of 
profit. The company was handicapped 
in its effort to reinsure or sell out be- 
cause the big portion of its assets con- 
sist of its home office building at 166 
West Jackson boulevard, Chicago, and 
Florida real estate. The home office 
has a book value of $3,522,381, less en- 
cumbrance of $790,000, making net $2,- 
732,281. It has been appraised at $3,- 
565,620, which is about the value the 
company has given it in its statement. 
However, there is considerable differ- 
ence of opinion as to the actual value 
of the property and what it would bring 
if it were put up for sale. 


Florida Real Estate Holdings 


The Florida properties were acquired 
from the Polkania Corporation in dis- 
charge of a mortgage of $665,000. This 
is carried on the books at this figure. 





The market value has been declared to 
be $149,480. 
At times there seemed to be deals 





about to be closed to take over the 
Old Colony, but some _ contingency 
would arise that would militate against 
having the company absorbed. There 
are but few that care to have on their 
hands the home office building and the 
Florida real estate without any means 
for disposing of them. 


History of the Company 


The company started business June 
18, 1907, with $100,000 capital. The sur- 
plus contributed by the stockholders 
amounts to $180,871. It entered into 
a merger agreement in 1911 with the 
Commercial Life of Chicago. Later in 
the same year it reinsured the Savings 
Life of Peoria, Ill. According to its 
statement, at the close of 1927 it showed 
assets $4,441,612, capital $126,552 and 
net surplus of $173,703. The company is 
licensed in Arkansas, Illinois, Iowa, 
Kansas, Michigan, Minnesota, Okla- 
homa and South Dakota. B. R. Nueske 
is president; Joseph McGauley vice- 
president and treasurer; R. C. Van 
Dyke, a * and secretary. 


National —_— 
Talks Insurance 


All Phases of Business Are Dis- 
cussed at Annual Meeting of 
Commerce Group 


LUDLUM GOES ON BOARD 


Vice-President of Home of New York 
Nominated as Successor to Late H. 
A. Smith—No Opponent Named 





WASHINGTON, D. C., May 2— 
Outstanding insurance problems of the 
day were discussed by representatives 
of the various branches of the industry 
at the round table conference Wednes- 
day afternoon, which was part of the 
annual meeting of the United States 
Chamber of Commerce. 

The subjects brought up for discus- 
sion ranged from fire prevention experi- 
ence, through community and business 
public health campaigns, street and 
highway accident prevention and com- 
pulsory automobile insurance, to auto- 
mobile thefts. 

Public Health Stressed 


Of particular importance at this time 
was the discussion of public health cam- 
paigns, which are to be made the sub- 
ject of a contest by the chamber sim- 
ilar to that now promoted with excel- 
lent results by the National Fire Waste 
Council with respect to fire waste. The 
specific phases of the question brought 
up during the convention were whether 
the government should bear all respon- 
sibility for public health improvement 
and what business can do to reduce 
disease and increase longevity. 

Considerable interest attached to the 
discussion of compulsory automobile in- 
surance, on which officials of Mass- 
achusetts and other states spoke, with 
particular reference as to the soundness 
of the method of establishing the finan- 
cial responsibility of motorists and the 
results of the Massachusetts experiment. 

The problem of automobile thefts 
was given serious consideration with a 
view to determining whether uniform 
state legislation requiring certificates of 

(CONTINUED ON PAGE 28) 
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Disabilit 
Laird Turns Into 
Role of Prophet 


Vice-President Connecticut Gen- 
eral Life Speaks on Future 
of Disability 
UNIFORMITY NOW URGED 
Some Pitfalls in Underwriting This 


Business That Need to Be 
Avoided 


BILOXI, MISS., May 2.—John M. 
Laird, vice-president of the Connecticut 
General Life, and a member of the 
executive committee of the American 
Life Convention, spoke on “The Dis- 


ability Outlook” this week before the 
meeting of the medical section. In part 
he said: 
Heavy Loss Is Seen 

in Disability 


“For a third of a century American 
life companies have been granting dis- 
ability benefits. First we had 15 years 
of indifference, the disability benefit was 
looked upon as a ‘frill’ with little value 
to either the policyholder or the com- 
pany. Then came 15 years of expansion 
and competition. The benefits were con- 
stantly liberalized. In the last three 
years, however, ‘the spirit of optimism 
has changed to caution. We have sud- 
denly discovered that this ‘frill’ has been 
costing millions of dollars. For instance, 
in 1928, after excluding group insurance, 
35 companies reporting to Connecticut 
showed a disability loss of $15,000,000. 
Strangely enough, three large companies 
which should have the best facilities for 
computing premiums, selecting risks and 
settling clams contributed $9,000,000 to 
this aggregate loss. So serious is this 
Situation that some recommend aban- 
doning the disability income and selling 
only life insurance with a waiver of pre- 
mium, 

“On the other hand, policyholders 
need this protection. After 33 years of 
experience, we should be able to give 
this coveragd to new policyholders at 
reasonable rates and without loss. 


Standard Provisions 
Being Considered 


“Some think our salvation lies in a re- 
stricted definition under which benefits 
will be paid only if disability has lasted 
six months and there is even then little 
hope of recovery. Others have been pay- 
ing full benefits from the first day if 
disability lasts 90 days. First one com- 
pany and then another has tried to get 
an advantage over its competitors by 
extending the benefits without a corre- 
sponding increase in premiums. 

“Last December the insurance com- 
missioners, feeling that this competitive 
instinct had carried the companies too 
a passed a resolution calling for uni- 

mity. 

"One committee representing the in- 
surance commissioners and another con- 
sisting of co cany officials recom- 
mended that this ;rinciple of uniformity 
be established t-- a set of standard pro- 
visions representing a compromise be- 
tween the conservative and the radical 
elements. In their report, total disability 
is defined as incapacity to engage in any 
occupation. ‘Permanent’ total disability 
is any total disability which has lasted 
four months. No questions are asked 


y Clause Featured 





TWO 





EXPERTS SPEAK ON DISABILITY 











DR. HENRY 
Vice-President Northwestern National 


WIREMAN COOK 





JOHN M. LAIRD 


Vice-President Connecticut General 


Medical Section Speakers 
Discuss Disability Trends 





At the meeting of the Medical Section 
of the American Life Convention at 
Biloxi, Miss., this week one of the most 
important and interesting subjects taken 
up was the total and permanent disa- 
bility clause. Dr. Henry Wireman 
Cook, vice-president and medical direc- 
tor of the Northwestern National Life 
of Minneapolis, gave the report of the 
disability committee. Dr. Cook has 
given much attention to this subject and 
is an authority. John M. Laird, vice- 
president Connecticut General Life, read 
a paper on “The Disability Outlook.” 


Dr. Cook’s Views 


Dr. Cook in his report feels that the 
benefits of the disability clause are rec- 
ognized. He believes that the agents 
must be educated to correctly write 
their own business, selling the coverage 
in such kind and amounts as can be is- 
sued and paid for. Next, the field of 
disability feature, which he regards as a 
by extending it as well as the life cov- 
erage by 
derwriting. Next he believes that the 
development of a practical method to 
prevent over-insurance on the income 
disability feature, which he regards as a 
very real and present danger, must be 
devised. 

Dr. Cook called attention to the fact 
that the modern liberal life disability 
clause is attracting patronage from indi- 
viduals who plan to defraud a company 





the numerical system of un- | 





through an anticipated vacation. This is 
a subject that Dr. Cook declared must 
be carefully studied by the companies. 
As chairman of the committee, Dr. Cook 
commended the prorata disability clause 
for life contracts. 

In regard to disability settlement, the 
committee would set minimum require- 
ments as follows: Affidavit of claimant, 
statement by attending physician, relia- 
ble inspection, report by disinterested 
company physician. 

Laird Gives Views 


Mr. Laird in his paper said that in 
1928, after excluding group insurance, 35 
companies reporting to Connecticut 
showed a disability loss of $15,000,000. 
So serious is the situation that some 
recommended abandoning the disability 
clause and selling only life insurance 
with waiver of premium. However, Mr. 
Laird said that policyholders need the 
protection. He said that the companies 
should learn by experience and turn 
from competition and cooperation with 
this subject. He believes that the ex- 
tent of disability coverage will soon be 
determined by the standard provisions 
which the joint committee of the Na- 
tional Convention of Insurance Com- 
missioners and company actuaries are 
working out. He said the actuaries are 
working on two problems, premiums 
and reserves. 











will probably continue. The clause pro- 
vides waiver of premium and a monthly 
income of $10 per $1,000 if total disa- 
bility begins before age 60 and contin- 
ues four months. Premiums mav be 
waived from the beginning of disability 
but no income is allowed for the first 
three months. This type of clause will 
probably be adopted by most companies 
during 1930. Its general use will elim- 
inate competition in form of contract 
and will facilitate the preparation of a 
modern disability table based on homo- 
geneous experience. Such a table is 
needed as a basis for premiums and re- 
serves. 

“In the meantime, each company is 
free to use such gross premiums as it 





about how much longer the disability 


considers suitable. Premiums should not 





be regulated by legislation on depart- 
mental ruling. If adequate reserves are 
carried, each company should be free to 
base its premiums on its own experi- 
ence. 

“Medical directors are responsible for 
part of the loss on disability. For sev- 
eral years they either ignored the disa- 
bility benefit or failed to realize that the 
selection of risks for disability involves 
many problems not found in life insur- 
ance alone. Today they realize this dis- 
tinction but have not always applied it. 

“Disability protection is a great sales 
help if the applicant can get it. Have 
the medical directors showed the field 
force how to prepare a prospect for re- 
jection of disability? If you eliminate 

(CONTINUED ON PAGE 15) 





Topic 
Disability Report 
Made to Doctors 


Committee Comments on Some of 
the Problems Engrossing 
Officials’ Attention 


NEED FOR CAUTION SEEN 


Cooperation Among All The Forces in 
the Business Is Urged to Bring 
Stability 


BILOXI, MISS., May 2.—The report 
of the disability committee of the med- 
ical section of the American Life Con- 
vention here this week was given by Dr. 
Henry Wireman Cook, vice-president 
and medical director of the Northwest- 
ern National Life, as chairman. The 
other members of the committee are Dr. 
H. W. Dingman of the Continental As- 
surance of Chicago; Dr. Ross Huston, 


Bankers Life of Lincoln; Dr. Charles 
B. Piper, Guardian Life. The report in 
part is as follows: 

“The medical directors of most Amer- 
ican and Canadian companies are now 
convinced that they are face to face with 
the problems of health and accident 
underwritng. In spite of the fact that 
the modern disability clause sold with 
the life contract is five or more years 
old, the change has been a gradual one 
and the problem has caught us largely 
unprepared. That a considerable part 
of the initial losses incurred on income 
disability coverage might have been pre- 
vented, I believe any of us will admit if 
we review some of our disability claims 
and recognize the change that has come 
about in our underwriting practices dur- 
ing the past few years. 


Disability Income Was 
Prematurely Started 


“There can be no question that in- 
come disability was underwritten in 
many companies before the home office 
or field underwriters appreciated the new 
problems involved, and, therefore, be- 
fore these problems could be given the 
preparation and thorough study which 
they required. The company manage- 
ments decided that it was a wise move 
to incorporate in the life contract a dis- 
ability clause of varying degrees of liber- 
ality, but the fact that underwriting dis- 
ability and underwriting life were two 
very different problems was not fully 
appreciated. Therefore, applications 
with the disability clause attached were 
approved on very much the same stand- 
ards as had proven profitable for life 
alone until reports of large losses 
brought the subject more discriminating 
attention. 


Public Desires the 

Disability Coverage 

“Experience has, we think, convinced 
the managements of American com- 
panies that the public desires waiver of 
premium and income disability coverage 
in connection with life contracts, and 
further that this coverage can be safely 
and profitably offered conditional on 
three requirements: one, an adequate 
premium; two, a reasonably conserva- 
tive selection; three, carefully adminis- 
tered claim settlements. 

“These three requirements, though 
permitting separate classification and 
treatment, are obviously interdependent, 
i. €., a premium charge may be adequate 

(CONTINUED ON PAGE 18) 
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Had Fine Program 


Out 
Some Valuable Papers and 


Annual Meeting Brought 
Discussions 


DINGMAN GUIDED FORUM 


s 


Dr. Graham’s Treatise on Goiter Was 
One of the Main Features of 
the Convention 
BILOXI, MISS., May 2.—The an- 


nual meeting of the Medical Section of 
the American Life Convention held at 
the Edgewater Gulf Hotel was in many 
respects the most successful in the his- 
tory of this important organization. The 
attendance was good, the program pre- 
pared Dr. Lawrence G. Sykes, 
director of the Connecticut 
General Life, chairman of the program 
committee, proved very attractive, while 


by 
medical 


the interest displayed by everyone in 
attendance at the open forum conducted 
by Dr. H. W. Dingman, vice-president 
and medical director of the Continental 
Assurance of Chicago, indicated that 
this will continue to be an interesting 
part of the medical section programs. 


Open Forum Subjects 


At the open forum the subjects that 
were discussed informally by various 


medical directors were: A. Disability 
[ nderwriting versus Appraisal of Long- 
evity; B. Committee Underwriting 


versus Centralized Responsibility; C. 


Insurability of Races other than Cau- 
casian, and D. Questions from the floor 
and answers from the floor. 

Dr. J. T. Montgomery, medical di- 
rector for the Southland Life of Dallas, 
chairman of the Medical Section, pre- 
sided at the business sessions, 

In his address Dr. Montgomery 
sounded the keynote of the gathering 
when he stressed the importance of the 
deliberations of the Medical Section, 
saying in part: 

Responsibility Is Great 


“Ours is, the tremendous responsibility 
of preserving intact that safe margin 
of mortality on which the whole struc- 
ture of life insurance is built, but we 
also have the responsibility of guarding 
against the breaking down of that mar- 
gin by the destructive inroads of un- 
forseen conditions arising in the future. 

“Hence each ensuing year brings up 
new problems to be solved, and this 
year is no exception to that rule. Chang- 
ing conditions of life, while often less- 
ening or removing existing hazards, are 
also introducing new ones the extent 
of which must be determined. New in- 
dustries bring up questions of risk that 
are often exceedingly doubtful. There is 
the aviation hazard, which is naturally 
in a state of transition due to the in- 
creasing nopularity of flying and the 
improvements being made in the me- 
chanics of the ships and their operation. 


Disability Benefits 


“Touching briefly upon other ques- 
tions of hazard that will come before 
you for discussion, I may mention the 
matter of disability benefits and the 
question of what changes, if any, are 
needed in the selection of these risks. 

“In addition to these, there are de- 
velopments within the medical profes- 
sion itself to be considered. The in- 
troduction of modern and improved 
equipment is forcing the scrapping of 
much of the old. Laboratories are be- 
ing equipped to give more exhaustive 





and more acurate tests. Quantitative 














Insurance Display for Women | 








A unique display appealing to the 
woman’s thoughts of life insurance was 
recently used by the Lincoln National 
Life when it arranged a booth for the 


and crafts exhibit. The theme topic of 
the display was “What You Should 
Know About Your Husband’s Life In- 
surance.” This slogan was arranged as 
a center poster occupying the center of 
the booth. It was surrounded by 
smaller circular posters each bearing a 
query pertaining to the lead question, 
such as the following: 

“In what companies is his insurance?” 

“What is the amount of each?” 

“What plan is each?” 


Fort Wayne Woman’s Club home arts | 


“Who are the beneficiaries?” 

“Will the policies educate your chil- 
dren?” 

“What income will each bring?” 

“What monthly income will eac! 
bring?” s 

“Who wrote each policy?” 

“Will they pay off the mortgage 
your home?” 

“Who are 
ciaries?” 

“When is each policy due?” 

“What happens in case of accident 

“What happens in case of disability?” 

“What interest will the proceeds earn 


the contingent benef 


| at maturity?” 








urinalysis is being adopted and delicate 
instruments of precision are being 
brought into use for observing and re- 
cordial vital functions of the body. 


“Then there is the question of 
whether or not fees should be charged 
for furnishing statements of medical 


history and physical condition of appli- 





cants. This important matter has been 
brought to our attention by the Michi- 
gan State Medical Society. 

“With the progress that is now being 
made in turning out highly trained life 
insurance agents, companies are pro- 
ducing representatives of a much higher 
calibre than heretofore, and it behooves 
us to see that at least part of that 
training is directed toward getting the 
agents to see life insurance from the 
medical director’s standpoint.” 

Clarence L. Ayres, president of the 
American Life Insurance Company of 
Detroit, Mich. as president of the 
American Life Convention, brought the 
greetings of the parent organization to 
the medical section. 

In the outset of his remarks Mr. 
Ayres stressed the fact that this is in- 


| comparably the age of science and that 


in our life time civilization has literally 
advanced from the stage of the ox cart 
to that of the aeroplane, and that ther 
is no principal business in this country 
that has not been revolutionized in the 
last generation, most of them through 
the experimental laboratory. 

Medical 


Directors Greetings 


Greetings from the American Medical 
Directors Association were extended by 
Dr. J. Allen Patton, president of that 


organization and medical director tor 
the Prudential. Sa 
“The Insurance Hazard in Goite 


was the first set paper on the program 
of the meeting and was delivered by 
Dr. Roscoe R. Graham, associate pro- 
fessor of surgery, University of Toronto, 
Canada. It was later discussed by Dr. 
Patton, Dr. W. L. Thornton, Lincoln 
National Life, and Dr. Henry W. Gib- 
bons, Western States Life. - 

In conclusion Dr. Graham thus sum- 
marized his paper: ; 

(1) From an insurance standpoint, 

(CONTINUED ON PAGE 29) 
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ADVERTISING MEN ARE 
FORMING PROGRAM 


MEET IN SOUTH MAY 6-7 


Fire, Casualty and Life Insurance Men 
Are Scheduled to Address Regional 
Gathering 


The program for the southern re- 
gional meeting of the Insurance Adver- 
tising Conference to be held at the Read 
House at Chattanooga, Tenn., May 6-7, 
is rapidly taking form, according to an 
announcement from R. G. Richards, 
agency secretary of the Atlantic Life, 
who is handling the details of the meet- 
ing. 

One of the most important topics on 
the program will be the discussion of 
the proposed cooperative campaign for 
the national advertising of life insurance. 
The discussion of this vital subject will 
be led by S. F. Clabaugh, president of 
the Protective Life of Birmingham, and 
a member of the executive committee 
of the Life Insurance Sales Research 
Bureau. Roger B. Hull, managing di- 
rector of the National Association of 
Life Underwriters; Julian S. Myrick, 
chairman of the committee on institu- 
tional advertising, and H. E. Niles, sec- 
retary of the advertising committee of 
the Life Insurance Sales Research Bu- 
reau, have all manifested keen interest 
in this first discussion of the plans for 
national advertising of life insurance, 
and have sent messages for the consid- 
eration of the delegates at the meeting. 


Rickerd to Discuss Service 


C. E. Rickerd, president of the Insur- 


ance Advertising Conference, will use 
the opportunity to tell the southern 
advertising men about his plans for 


building the I. A. C. through an inten- 
sive membership campaign; and will 
also discuss ways and means of making 
it still more helpful to its members. 
Other speakers at the meeting will 
include Shelley E. Tracy, president of 
Tracy-Locke-Dawson of Dallas, on 
the advertising agency and insurance 
advertising; Seneca M. Gamble, on the 
use of direct mail; Lorry Jacobs, on 
Southern Life Insurance for Southern 
People” Bart Leiper, on large space 
advertising; A. T. Haley, on the rela- 
= + advertising and agency work. 
of the Columbian Mutual Life, and a 
former resident of Chattanooga, is as- 


sisting with the arrangements for the, 


social activities of the meeting, which 
will assume an important place, particu- 
larly since one of the primary purposes 
of having the conference meet in the 
south is to allow the advertising men of 
southern companies to get acquainted 
and exchange views on various topics. 
Golf and a trip to Lookout Mountain, 
with dinner at the Lookout Mountain 
Hotel, are among the entertainment 
features contemplated. 

Several of the executives of the In- 
surance Advertising Conference will be 
in attendance at the Chattanooga meet- 
ing, including President Rickerd, H. V. 
Chapman and C. E. Freeman, secretary 
of the I. A. C, 





Prudential Appointments 


Several promotions in the home office 
ersonnel of the Prudential have been 
innounced. They involve employes in 
tl Aang: - plant. 

A. McIntyre, who has been super- 
visor and director of the printing and 
allied departments, has been appointed 
to do special work in the home office. 
He is to be succeeded as supervisor by 
Ec dward B. Slee, who has been assistant 
: ipervisor, John W. McLaughlin, who 
nas been manager of the printing de- 
partment, becomes assistant supervisor 

the printing and allied departments 
and his place as manager is taken by 
Clarence E. Lund, until now his asso- 
iate, 


I. 
ized 





Rawlings, advertising director | 


| of creating 











Travelers Recommends Pro Rata Form 








Life insurance men are much inter- 
ested in the pro rata clause advocated 
by the Travelers through Vice-Presi- | 
dent James L. Howard. Mr. Howard 
recently recommended the following 
clause: 

“In the event of claim hereunder, if 
the monthly indemnity benefit payable, 
together with the sum of any other in- 
demnity benefits payable to the insured 
on policies carried in the issuing company 
or any other company and providing in- 
demnity for a period in excess of two 
years’ disability, exceeds the average 
earned monthly income of the insured 
during the three years immediately pre- 
ceding the commencement of disability, 
then the amount of monthly indemnity 
benefit payable hereunder will be re- 


duced to that proportion of the dis- 
| ability income provided by this contract 
which such earned income bears to the 
aggregate of such disability income bene- 
fits. The amounts of disability benefits 
used as a basis for determining the 
liability of the company hereunder shall 
be the gross stipulated amounts before 
pro-rating. 


“In the event of reduction in the 
monthly indemnity benefit as_herein- 
above described, the company will re- 


turn to the insured any premiums un- 
earned because of such reduction. As 
herein used, the term ‘earned income’ 
shall mean wages, salaries, professional 
fees, and other amounts received as 
compensation for personal services actu- 


| ally rendered.” 








Standardized Sales 


Talk Has Value | 


PHILADELPHIA, May 


standardized life insurance 


2.—Every 
sales talk 


should have running through the whole | 


thing the basic idea of the estate cre- | 


insurance, Raymond G. 
Gregory, agency supervisor of the 
Pittsburgh agency of the Aetna Life, 
told the April luncheon-meeting of the 
friendly conference of general agents, 
managers and superintendents of the 
Philadelphia Association of Life Under- 
writers. 

Discussing the subject of standard- 
sales talks, Mr. Gregory declared 
that the standardized sales talk is not a 
stereotyped series of words and should 


ation of life 


not be confused with the stereotyped 
sales talk which is merely a group of 
words. The standardized talk is a form 


of planned interview, a group of funda- 
mental ideas organized into a 
idea. 

The standardized sales talk, he stated, 
should be composed of the basic idea 
an estate, the worthwhile- 
ness of life insurance and the value 
the prospect using it for himself. 

The standardized sales talk should be 
used without exception by the new man 
because it impresses him, he said, with 


the importance of planning interviews 
} in advance. 
he standardized sales talk should 


also be used by the old agent when he 
goes into a slump. “Have him rehearse 
a standardized sales talk, then let him 


definite | 


of : 


New Manual Sena 
by Research Bureau 


As an added feature of its service, a 
manual of agency department functions 
and practices, a loose-leaf book to con- 
tain general studies and specific plans, 
has just been sent to all home offices 
of its member companies by the Life 
Insurance Sales Research Bureau. 

The manual answers the vexing prob- 
lems often met by the bureau, of a 
satisfactory medium through which the 
wealth of material on agency problems 
accumulating at the bureau might be 
constantly distributed to its members. 
Formerly, the bureau issued general re- 
ports in separate bound folders on vari- 
ous agency problems. These were valu- 
able studies, but because of the con- 
tant changes in agency procedure, it 
was to add to those reports. 
Moreover, these reports were dicussions 
and home offices needed both discus- 
ions and specific plans. 


necessary 


Replaces Report System 


The general studies, which will be a 
division of the home office manual in 
| the future, will replace the general re- 
port system. They will be compiled in 
much the same way as were the general 
reports, trom the results obtained 


go out and the slump will automatic- | 


ally end,” he said. 
Mr. Gregory said that the standard- 
ized talk should be fitted not only to 


the prospect but to the type of agent. 


LINCOLN NATIONAL’S 
HOME OFFICE ADDITION 


Work on the new $400,000 addition to 
the home office of the Lincoln National 
Life at Fort Wayne is well under way 
and the foundation excavations are prac- 
tically complete. The laying of the 
foundations and the concrete underwork 
is now in progress. Actual operations 
on the building began early in March. 
It is planned to have it complete and 
ready for occupancy by December of 
this year. 

The new addition will provide addi- 
tional space for the accounting, statis- 
tical, investment and other departments. 
It is also planned to have a much larger 
cafeteria, with the added feature of pri- 
vate dining rooms for the officers, 
executives and visitors of the company. 








New Jersey Bill on Deposits 


The New Jersey legislature has passed 
a bill stipulating that deposits made by 
insurance companies shall not be deliv- 
ered to trustees in liquidation until all 
proceedings have been approved by the 
commissioner of banking and insurance. 





through field studies, questionnaires and 
from the material already in its files. 
They will appear with about the same 
frequency, that is, approximately three 
a year, 
The which form the 
material going 
obtained by 


specific plans, 
second division of the 
into the manual, will be 
following up leads from journals, cor- 
respondence, house organs and service 
calls to members. The general formula 
to be followed in the writing of these 
plans will be that used in the hand- 
book of agency management. The pur- 
pose of each plan will be given, out- 
lined, and the results commented on. 
Specific plans will be issued in units 
of five or more, about 35 in all during 
each year. A general study on agency 
office costs will appear in May. 


Eastlack Actuary of 
Wisconsin National 


A. C. Eastlack on June 1 will go with 
the Wisconsin National Life of Oshkosh 
as actuary. Dr. Donald F. Campbell 
has been consulting actuary and will 
continue in that capacity. Mr. Eastlack 
is 30 years old. He is a graduate of 
Wabash College and secured his mas- 
ter’s degree at the University of Michi- 
gan, working in the insurance course 
under Prof. James W. Glover. He was 
formerly associated with Frank J. 
Haight, consulting actuary at Indianap- 
olis. He served as assistant actuary of 
the American National Life of Galves- 
ton and has been actuary of the Gem 
City Life of Dayton, O., since 1925. 





NO SET PROGRAM FOR 
MEETING OF ACTUARIES 


—_—_—_ 


MAY DISCUSS _ DISABILITY 


Joint Session With Medical Directors 
Scheduled for Second Afternoon 
of Two-Day Gathering 


NEW YORK, May 2.—The annual 
meeting of the Actuarial Society of 
America will be held in New York, May 
16-17, in the Metropolitan Life’s audi- 
torium, No set program is announced, 
but half of the time will be given over 
to an informal discussion of the papers 
presented at the fall meeting and half 
to general discussion of new topics sug- 
gested by the members. The discussion 
of current topics of interest will be held 
on the first day, so that it will not be 
cut short by adjournment, and the dis- 
cussion of papers will continue over to 
the second morning. The second after- 
noon will be given over to a joint meet- 
ing with the Association of Life Insur- 
ance Medical Directors, to discuss the 
two important items of large risk selec- 
tion and disability insurance underwrit- 
ing. 

Consider Several Subjects 

There is no intimation as to what sub- 

jects will come up before the meeting 


for general discussion, but it is very 
likely that no small amount of time 
will be given to the two items that are 
to go before the joint meeting in the 
afternoon of the second day. Disability 
underwriting is today one of the knot- 
tiest problems before the life home 


offices and an adequate solution is being 
strenuously sought. Large risk under- 
writing is equally puzzling, though per- 
haps not so widespread in its applica- 

and it will also be in the minds of 
actuaries, particularly those directly 
with reinsurance. 


tion, 
the 
concerned 


Ten-Year-Old Boy 
Writes Policy for Pal 


The American Central Life has a boy 
agent who takes an interest in life in- 
surance and at least so far as youth is 
concerned is one of the youngest sales- 
men in the country. He is William D. 
Cargill, Jr., son of William D. Cargill, 
Sr., agency manager in Texas. Cargill 
Jr., is 10 years old. Some of his school 
pals secured jobs working part time as 
messengers and running errands of vari- 
ous kinds. One of these school boys is 
a particular chum. He carries messages 
for the Western Union. Cargill, Jr., saw 
that here was an earning power that 
should be protected. He secured a coin 
clock borrowed from his father, inter- 
ested the prospect in saving 5 cents a 
day and then signed him for an applica- 
tion for $1,000 on the 20-payment life 
plan. He got a note for the full annual 
premium and secured the promise of the 
assured to deposit 11 cents a day for the 
first year. It takes six months to pay 
the note and then six months to secure 
money for the second annual premium. 


Leads Secured From 


Direct Mail Method 


In a single recent month the Lincoln 
National Life sent approximately 4,000 
leads to its men in the field. These were 
secured from one of the direct mail 
campaigns that the company sponsors 
in cooperating with its field representa- 
tives. 

One interesting feature of the returns 
was the great preponderance of interest 
shown on the retirement income plan. 
A large majority requested further in- 
formation about this savings-investment 
policy. The other plans inquired for, in 
the order of their interest, were juvenile 
insurance, 23-year endowment policy 
and the life expectancy policy. 
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Nylic Public Service 


q Life Insurance is “public service.” 


q 


It helps individuals to save and insures 
their life values against loss by death or by 
total and permanent disability. 


In order to earn interest on the policy- 
holders’ savings, it loans money to home- 
owners, to railroads, to owners of city 
buildings, to public utility companies, to 
the United States government, and to 
states, counties and municipalities. 


Probably no other institution serves our 
people singly and collectively, both as 
private individuals and as citizens, in so 
many vital ways. 


q A company’s usefulness to the community 
is, therefore, largely measured by the num- 
ber of people protected, the amount of in- 
surance in force and the amount of its 
invested assets. 


As of January 1, 1929, the New York 
Life had about 2 Million policy- 
holders Insured for over 
63/4 Billions. 





Its Assets amounted to over 


114 Billion Dollars New Home Office Build- 
ing on the site of the 
famous old Madison 
Square Garden 


NEW YORK LIFE INSURANCE COMPANY 
51 MADISON AVENUE, MADISON SQUARE 
NEW YORK, N, Y. 
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Pension Plan Brings 
Misfortune to Many 





NEW YORK, May 2.—Interest in ef- 
fective pension programs has been 
rearoused by the recent reduction in bene- 
fits announced by the Carnegie Foun- 
dation for the Advancement of Teach- 
ing. Widespread comment has followed 
in the press, with condemnation of 
plans operated without proper actuarial 


basis, even though well intentioned. 
Such is the case with the Carnegie 
Fund. It was established in 1905 by 


a gift of $10,000,000 from Andrew Car- 
negie. This was intended to create a 
fund, the income from which would pro- 
vide retirement incomes to teachers in 
universities, colleges and _ technical 
schools in this country and Canada. The 
fund set forth on a career which has 
been checkered by reductions in bene- 
fits, and the new reduction comes as 
misfortune 'to many who are now living 
under its beneficence. 


Based Future on Income 


Today there are some 800 benefici- 
aries of this fund and approximately 
3,400 teachers who expect to live under 
its beneficence when retirement .time 
arrives. The reduction applies to both. 
It is perhaps more severe for those al- 
ready retired, for many of them have 
based their entire future life on this 
anticipated income, while those now 
teaching can make other arrangements, 
if possible. The reductions are sizable 
in some cases. One example cited is 
the maximum annuity to be allowed at 
Smith College, a professor retiring at 68 
now being entitled to only $1,280. To 
revamp the scale of living after com- 
fortably retiring is unfortunate to many. 
Some of the cuts will be made up by 
voluntary payments to the beneficiaries 
by the Carnegie Corporation, a separate 
organization, but the fact stands that 
the fund has found itself lacking in 
funds to properly carry out its original 
program. 


Suit Rumors Untrue 


It has been rumored that suit had 
been filed against the fund in connec- 
tion with these reductions, but that is 
not true. There is not, of course, any 
basis for suit, as the entire arrange- 
ment is voluntary and in the nature of 
a gift, this being stated in the arrange- 
ments. It is not a contractual arrange- 
ment and thus there is no basis for 
legal action. It is merely another ex- 
ample of the danger of linking up with 
independent pension schemes not wholly 
directed by sound actuarial methods, In- 
creases in professors’ salaries are cited 
as the cause for the present difficulties, 
but it is pointed out that this is a matter 
of judgment by the fund directors, as 
they have in charge the selection of 
who shall be eligible to benefits and, 
should conditions arise to justify, these 
could be qualified to properly restrict 
admissions. It is altogether an excel- 
lent advertisement for insurance pen- 
sion systems, particularly so as the Car- 
negie fund is one of the most outstand- 
ing units of it kind in the country. 


Woolworth Stores’ 
Big Group Policy 





The F. W. Woolworth Company has 
taken out group insurance in the Me- 
tropolitan Life amounting to $50,000,000, 
covering all Woolworth employes in the 
United States, Canada, England, France 
and Germany. This is one of the largest 
group policies ever written. It is said 
to be the largest one ever written for 
a merchandising house. In this group 
plan the installment settlement option is 
included, allowing employes to receive 
partly monthly installments. Through 
this method an employe, in addition to 
an initial lump sum, can receive monthly 
income ranging from $270 a month for 
five years to $106 a month for 15 years. 


Hugh D. Hart Is 
Agency Speaker 





Agency Vice-president Hugh D. Hart 
of the Penn Mutual Life addressed the 
Alexander E. Patterson Chicago agency 
of the company at a meeting May 1. 
Mr. Hart is visiting the leading agencies 
of the company and had just arrived 
from Minneapolis-St. Paul on his return 
to Philadelphia. 

Mr. Patterson, general agent, made 
the opening remarks. He spoke on the 
healthy increase in the paid business of 
the agency, which in the first four 
months of 1929 has paid for more busi- 
ness than it did in the whole year oi 
1927 and more than it paid for in the 
first nine months of 1928. He then spoke 
in praise of Mr. Hart, who in less than 
two vears with the Penn Mutual has in- 
creased the paid business of the com- 
pany over 80 percent and the morale 
its agency force over 1,000 percent. 


Manpower Increasing 


Mr. Hart spoke of the activity and 
growth of the company’s forces in the 
Chicago field and mentioned that t! 
company’s manpower will have to pro- 
gress rapidly to keep up with the growth 
of the agency. 

He stated that the work of Mr. Pat- 
terson seems to him a miracle. He men- 


tioned that Mr. Patterson had been 
trained 13 years under Edward A. 
Woods, who built the greatest life i 


surance agency in the United States. 
Mr. Hart predicted that Mr. Patterson 
would succeed Edward A. Woods in this 
line and build here in five, or at the out 
side ten, years the greatest agency 
ganization in the country. 

Asks 


Agents to Plan 


In concluding, Mr. Hart asked 
agents to do three things: First, put 
themselves on a continuous weekly or 
daily production basis; second, recognize 
the value of a principle stated by a great 
psychologist who said, “The average 
human mind is functioning only up to 
one-tenth of its possibilities”; third, the 
agent should help himself by -helping his 
general agent. 











Stevens Is Chairman 





R. W. STEVENS 


President R. W. Stevens of the [lh 
nois Life of Chicago has been appointed 
chairman of the home office section 
the Chicago World’s Fair Centennial 
celebration in 1933. He will have 
charge of home office organizations ©! 
various kinds of companies in Chicago. 
Frank Davy, who was formerly super: 
intendent of agents for the Continent tal 
Casualty, is head of the insurance divi- 
sion and is giving all his time to Of 
ganization work. The [IIlinois Life 
started during the year the former Chi- 
cago World’s Fair was held, in 1593 
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URGES COORDINATION OF 
COMPANY DEPARTMENTS 
AYRES SPEAKS AT _ BILOXI 
Keener Competition Increases Impor- 
tance to Economical Operation— 
Pays Tribute to Medicine 





BILOXI, MISS., May 2.—In his ad- 
dress to the medical section of the 
American Life Convention in session 
here this week, President Clarence L. 
Ayres said this is incomparably the age 
of science. He said the medical pro- 
fession’s contribution to physical wel- 
fare during the last few years is no less 
important than the contributions of 
other forms of science to material de- 
velopment. 

“Life insurance has developed apace 
with other basic enterprises of the na- 
tion,” he said. “Development and prog- 
ress have taken place in every depart- 
ment of the institution. The agency 
field has been developed to the point 
where scientific selection and training 
have supplanted the old hit-and-miss 
methods, The medical department has 
no longer to deal in any measurable 
way with questionable practices on the 
part of an agent. Actuarial activity has 
progressed from a tentative to a recog- 
nized and acknowledged science. The 
legal departments of the companies have 
beeen revolutionized in spirit and vision, 
if not in form. 

Deals With General Problems 


“Development in the medical depart- 
ments has been no less important. The 
medical director of today deals with 
general problems of broad sweep, or 
should, instead of immediate, individual- 
istic problems as of old. With fewer 
immediate duties has come greater gen- 
eral responsibility. General principles 
and practices, instead of innumerable 
details, now constitute his function. In 
spite of the undoubted tendency toward 
increasing the importance of lay under- 
writers, and in spite of the rise of actu- 
arial influence in the process of selec- 
tion, the position of the medical depart- 
ment should be increased rather than 
decreased in importance, as the prob- 
lems of the department change from 
specific to general, from the immediate 
to the fundamental, from mere practice 
to the realm of underlying principle. 


Problem of Coordination 


“This tremendous development of 
scientific contribution to the general 
business world, however, presents an 


increasing problem of coordination. One 
danger of specialized activity is that the 
specialist may become more interested 
in his specialty than in the general ob- 


jective. Every department of a life in- 
surance company must ‘be correlated 
and cooordinated and maintained in 


its proper relationship and proportion. 
A life insurance company does not exist 
either for the actuarial or medical de- 
partment, for instance, but those depart- 
ments for the company. Your problem 
is not ultimately to maintain the best 
medical department in the life insurance 
business, but to help your company be 
the best company in the business, if 
possible. 
Applies to Every Department 

“This 

every 


applies with equal force to 
department of the company, 
whether it be agency, actuarial, legal or 
whatnot. As our companies grow larger, 
however, as competition in the field be- 
comes keener, the economical operation 
of a life insurance company becomes in- 
creasingly important. It is increasingly 
important, therefore, that all the gears 
mesh and that every department of 
every company fit into the whole mech- 
anism with as great efficiency and as 
little friction as possible.” 
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Managing Director George H. Tho- 
baben of the Cleveland Life Under- 
writers Association has gotten out a 
survey of 160 Cuyahoga county estates. 
The analysis is based on the actual pro- 
‘ate records of citizens whose deaths 
occurred between January 1924 and 
June 1928. They include practically 
every estate of more than $100,000 pro- 
bated during this period. The name of 
the decedent is given, followed by date 
of death, gross estate, total shrinkage, 
percent of shrinkage, shrinkage details 
giving administration cost, federal in- 
heritance taxes, Ohio inheritance taxes, 
other taxes, and debts. The assets are 
listed as cash, bonds, stocks, real estate 
and other assets. 


Averages Are Given 


The averages found in this table are 
of interest. The average percent of 
shrinkage amounted to 16.3 percent. 
Divided into details the averages were 
as follows: Administration costs 2.2 
percent; federal inheritance tax 1.6 per- 





cent; Ohio inheritance taxes 2.9 percent; 
other taxes 1.2 percent; debts 8.4 per- 
cent. In the assets cash and bonds 
together comprise but 14.9 percent of 
the average large estate while the cost 
of administration, taxes and outside ob- 
ligations of the average estate require 
16.3 percent of the entire assets. As 
the survey points out, this means that 
a considerable percentage of the assets 
must be liquidated in order to satisfy 
the cost of administration, federal and 
state inheritance taxes and any debts of 
the decedent. 

It is noted that 77.9 percent of the 
average estate consists of stocks and 
real estate, assets which generally re- 
quire considerable time to liquidate 
without loss. 

This table, which is sold for $1 by 
the Cleveland Life Underwriters Asso- 
ciation in the Union Trust building, is a 
graphic illustration of the use of life 
insurance to provide funds to meet ad- 
ministration costs, inheritance taxes and 
other obligations. 








H. E. Wright at Home 
Very Seriously Ill 


The many friends of H. E. Wright, 
veteran field man and vice-president of 
THe National UNDERWRITER, will be 
pained to learn of his serious illness. 
Mr. Wright is now confined to his bed 
at his home in Downers Grove, IIL, 
where he has resided for a number of 
years. Last year Mr. Wright contracted 
influenza, complications resulted, he went 
to the Presbyterian hospital in Chicago 
where he was treated for a number of 
weeks and then recuperated at his home. 
Feeling that he had regained his strength 
he started to work in January but found 
his malady returning. Mr. Wright is 
the oldest field man in point of service 
in the employ of THe NationaL UNDER- 
writer. He has always lived a most in- 
dustrious life. Wiherever he has gone he 
has been recognized for his unique per- 
sonality and intensive work. 


Treasurer of Ohio National 


The Ohio National Life has elected 
George A. Dieterle treasurer. He is 
well known in Cincinnati. He is a 
director of the Western Bank & Trust 
Company and has been associated in 
business with his father, George F. 
Dieterle, for many years. He is a 


vania. 
Fred G. Gruen has 
director of the company. 


been chosen a 


He is a graduate of the Ohio State 
University. 


Observing President’s Month 


Representatives of the Ohio State 
Life have designated May as President’s 
Month in honor of President John M. 
Sarver. 
the business written the first three 
months of this year was highly satis- 
factory. 


Louette Gives Address 


Arthur C. Louette, vice-president and 
agency manager of the Peoples Life of 
Frankfort, Ind., addressed the regular 
meeting of the Indianapolis Actuarial 
Club on April 30. His subject was 
“The Assistance an Actuary Can Render 
to the Agency Department.” 


McTeer Made Assistant 


J. M. McTeer, Jr., has been appointed 
by the Northern States Life of Ham- 
mond, Ind., assistant to the manager of 
agencies with headquarters at the home 
office. He has been in life insurance 
work for a number of years. 
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He is presi- | 
dent of the Gruen Watchmakers Guild. | 


President Sarver reported that | 


of 








State Supervisors 


Meeting Schedule 


Secretary Joseph Button of the Na- 
tional Convention of Insurance Com- 
missioners in announcing the spring 
meeting of the executive committee at 
the Edgewater Beach ‘hotel in Chicago 
states that the first session will be held 
at 10 a. m., June 3. Among other 
things the committee will act on the 
report of the blanks committee and will 
prepare the program for the 60th annual 
meeting. The meeting of the commit- 
tee on examinations will be held and 
other committees undoubtedly will be 
scheduled to meet. 


Great American Life Head Sued 


A suit involving alleged manipulations 
of the funds and the stock of the Great 
American Life of Hutchinson, Kan., has 
been filed in the United States district 
court at Wichita. The suit was brought 
by E. C. Brandenburg of Denver, a 
stockholder, against President S. M. 
Babbit. 

The suit charges that Mr. Babbit had 
himself chosen as general agent and 
that he has collected $32,000 in commis- 
sions which Mr. Brandenburg claims 
should have gone into the company 
treasury. It is also charged that Mr. 
tabbit had the company sell him 3,200 


graduate of the University of Pennsyl- shares of its stock at $5 a share and that 


he resold this stock at $12.50 a share 


| and kept the difference. 


Ohio National Conference 

Forty-two managers, general and dis- 
trict agents of the Ohio National Life 
attended a school under the direction 
the Life Insurance Sales Research 
Bureau, which furnished the instructors. 
It was held at the home office in Cin- 
cinnati. 


American Central Plans Building 


The American Central Life of In- 
dianapolis plans to erect a new build- 
ing for its home office at Fall Creek 
boulevard and Meridian street. The 
company now occupies its building on 
Monument Circle, having been in the 
same location since 1899. 

The building, if plans are approved by 
the board of zoning appeals, will be 
three stories high. It will be in the 
form of a cross with exterior construc- 
tion of stone. 

The new building will face Fall Creek 
boulevard and will have an auditorium 
extending to the height of the second 
and third floors. 


Edward D. Cutler, general agent of 
the National Life of Vermont at Syra- 
cuse, N. Y., has moved his office to 306 
Chimes building. 





STEWART ANDERSON IS 
ASSOCIATION SPEAKER 


IS HEARD IN WILMINGTON, DEL. 
Tells Hearers That Modern “House of 
Protection” Is Better Structure 
Than Old One Was 


In an address given before the Wil- 


mington, Del., Association of Life 
Underwriters and titled “Our Modern 
House of Protection,” Stewart Ander- 


son, bureau of field service manager of 
the Penn Mutual Life compared the 
modern life insurance salesman and his 
wares with the salesman and the wares 
of 25 years ago. His comparison showed 
that the life companies today offer in- 
finitely more to the public, and a much 
higher type of men make the offers. 

Mr. Anderson pointed out that 25 
years ago rebating and twisting were so 
common that they were accepted by 
companies and field staffs as a part of 
the agent’s working conditions, and 
that for years nothing was done to re- 
move these evils from the business. The 
agent was untrained, and his aids in the 
way of advertising and circularization 
were few. There were no correspond- 
ence or home office courses in selling, 
and no associations demanding that the 
mental and moral level of the field man 
be elevated. 

Then Change Was Made 


Then came the change, Mr. Anderson 
said. Companies began to realize that 
trained agents will produce more and 
better business than will untrained men; 
that rebating and twisting, although 
perhaps impossible to remove altogether, 
can be rigidly controlled; that a more 
complete line of policies will attract bet- 
ter men to the business and also will 
attract more buyers; and that scientific 
methods of distributing insurance and 
conserving insurance proceeds have 
strong public appeal. Slowly at first, 
then more rapidly, the companies altered 


their training and sales methods, and 
field men and companies profited ac- 
cordingly. 


Concurrently with these company and 
field developments on the side of train- 
ing and distribution grew the trade asso- 
ciations of the life insurance business— 
local and national associations of agents; 
associations of home office officials, 
presidents, agency chiefs, actuaries and 
others; and finally, advertising confer- 
ences and research organizations. 


Each of these developments, Mr. 
Anderson concluded, has made _ the 
modern house of protection a _ better 
structure than the old house was. The 


public is more attracted to this house, 
and those who live in it are more proud 
of it, as it more worthily represents the 
modern institution of life insurance. 


J. Elliott Hall Is 
to Return Very Soon 


J. Elliott Hall, general agent in New 
York City for the Penn Mutual Life, is 
expected back at his office next week 
after a prolonged absence from work due 
to illness. During his absence the office 
has maintained its pace, showing excel- 
lent gains and almost reaching the $45,- 
000,000 pace for the year. 


To Develop Italian Agencies 


Vice-President W. H. Savage of the 
Great Republic Life has appointed John 
B. Farr home office agency supervisor 
in charge of the organization and de- 
velopment of the company’s Italian- 
American agencies. Mr. Farr is himself 
an Italian-American and has been with 
the company over 10 years as a leading 
personal producer, specializing in the 
writing of business on persons of this 
nationality. 
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IGGER IDEAS 
. for BIGGER SALES 


“ TWO OUTSTANDING BOOKS ~ 


LIVING TRUSTS 


Including 
LIFE INSURANCE ‘TRUSTS 
By Gilbert T. Stephenson 


lor the life underwriter, it gives a state- 
ment of the services that a life insurance 
trust may render, thus enabling him more 
intelligently to advise his client in what pro- 
portion his insurance should be paid out to 
his beneficiaries in one lump sum, retained 
by the insurance company, or put in trust. 


Living trusts are year by year playing a 
larger part in American business affairs. 
Their use adds another degree to the flex- 
ibility and usefulness of life insurance serv- 
ice, which progressive and well-posted life 
insurance men are everywhere extending to 
their clients. 

Every life underwriter who claims to be 
well posted must have a working knowledge 
of living trusts. Mr. Stevenson’s book will 
give him the practical working informa- 
tion he should have. 430 pages. 


$3.75 Postpaid 


KNOWLEDGE IS THE 


Send me those checked: 

C) AMERICA’S HUMAN WEALTH. Py E. A. Woods 
(]) BUSINESS LIFE INSURANCE. By Ralph Sanborn 
[) CREATING AND CONSERVING ESTATES. 


By A. C, Robinson and E. A. Woods 


() FORTY UNUSUAL PLANS FOR SELLING LIFE 
INSURANCE. By J. S. Edwards 


[) LIFE INSURANCE AS A LIFE WORK. 
By H. D. Hart 


[) SELLING THE SALARY INSURANCE PLAN. 
By R. L. Place 


bers SAVE 10° on Life Insurance Books. 


Other Volumes of the famous “International Life Underwriters’ Library” 


$2.00 postpaid 
$3.00 postpaid 


$3.00 postpaid 
$2.50 postpaid 
$2.00 postpaid 


$2.00 postpaid 


C) Send Information on the “INSURANCE BOOK Club” by which mem- 


PUBLICITY METHODS 
for 


LIFE UNDERWRITERS 
By Arthur H. Reddall 


“Practical suggestions for the successful em- 
ployment by life underwriters of all the forms 
of advertising media.” 

This book shows how every agent can use 
to advantage the advertising and sales pro- 
motion material issued by his own company 
with such local publicity as he individually 
may inaugurate. 

Typical advertising forms, a variety of cir- 
cular letters covering the most common life 
insurance needs, the preparation of mailing 
lists and their use, and many other valuable 
hints ate given. 

This is the most complete study of adver- 
tising methods for life agents that has yet 
been made. Mr. Reddall has carefully worked 
out the costs and results, and has put his fine 
knowledge of the subject so simply that every 
underwriter may read and learn how his busi- 
ness may be increased through proper use of 
publicity. Profusely illustrated —- over 400 
pages. 


$4.00 Postpaid 


SUREST ROAD TO SUCCESS 


The Insurance Book House, 
420 East Fourth St., Cincinnati, Ohio. 
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SAVINGS BANK INSURANCE 
CRITICIZED BY MONK 


FAIR TO 


NOT COMPANIES 


Former Commissioner Says State Can- 
not Conduct Business As Efficiently 
As Private Concerns 


BOSTON, May 2.—General Counsel 
Wesley E. Monk of the Massachusetts 
Mutual Life, formerly commissioner of 
insurance of Massachusetts, speaking 
before the Insurance Society of Massa- 
chusetts last week, severely criticised 
the mutual savings banks of Massachu- 
setts for invading the field of life insur- 
ance in an unfair manner and “employ- 
ing the commonwealth of Massachusetts 
as a selling agent for savings bank life 
insurance.” 

Mr. Monk made a plea for the mem- 
bers of the insurance society to take 
an interest in keeping the state out of 


the insurance business. He declared 
that life insurance is one of the great 
institutions established in Massachu- 


setts. It is a purely mutual business, 
with no stockholders and no profits for 
private individuals. In this respect, he 
said, it is exactly like the mutual savings 
banks 


Guaranteed Equal Respect 


“But why should Massachusetts sup- 
port the savings banks any more than 
its life insurance companies?” asked Mr. 
Monk. “Someone, way back, conceived 
the idea that mutual savings banks 
might go into the life insurance busi- 
ness, The mutual banks can conduct 
that business as well as the life insur- 
ance companies, they are as sound and 
as reliable. One is as good as another. 

“However, under the constitutional 
guarantees of this commonwealth all 
persons are entitled to equal respect and 
equal treatment. But in this state the 
commonwealth is favoring the savings 
banks, not alone by allowing them to 
compete with private life insurance com- 
panies, but by extending the use of the 
state seal and by unfair and unequal 
treatment and discrimination of one 
citizen against another. I protest,” said 
Mr. Monk, “against the state of Massa- 

‘tts acting as a selling agent for 
1al savings banks.” 





De Not Fear Competition 


Monk declared the private life 
companies did not fear the 
petition of the savings banks. They 
welcomed it, but they wanted it on fair 
id equal terms. “Aren't we, as mutual 
panies of Massachusetts, just as 
h entitled to use the state seal as 
mutual savings banks?” asked the 
er commissioner. 
We don’t want the state in the in- 
surance business, as it is a private busi- 
ss.” continued the former commis- 
ner. “No political organization can 
nduct a business as efficiently as pri- 
individuals. They are trying every 
rt a little further and in 


Mr 


nsurance 


to get in 
it will be the fire business they 
want to take over and then all of you 
will be affected. We will have a great 
st created under civil service rules 
write insurance, and they will be pro- 
ted in their tenure of office by civil 
vice rules. After that you will never 
able to get them out, for civil service 
tects the inefficient. You men must 
pull together and cooperate to keep 
state out of the life insurance busi- 
s and all other private business if 
want to keep your jobs,” said Mr. 
nk in conclusion, 


Past Presidents’ Night 


€ meeting was an innovation in the 
ry of the insurance society, for it 
its first past presidents’ night. 
tré are 11 past presidents of the so- 
and all are living, and all but two 
present at the meeting. 
change in the by-laws was made 
ng honorary life membership on 








all past presidents, and those present 
were given cards and responded briefly. 
They were Charles H. Nudd, Elias H. 
Sondheim, L. C. Lunsted, George A. 
Williams, Henry T. Hugard, Robert A. 
Sullivan, Walter J. Dayton, Ambrose M. 
Murphy and Peter A. Collins. Illness 
kept away Frederick M. Salles, Jr., and 
Charles E. Benton. 


Fraternal Insurance Case Decided 


Held that under the facts of this case, 
the trial judge correctly ruled that plain- 
tiff, Lbeatrice Hall, is a person dependent 
upon the member of a fraternal associa- 
iion within meaning of Sec. 4151, Vol. 3, 
Code 1922, and could be lawfully desig- 
nated as beneficiary, and was so desig- 
nated. If the beneficiary named is a 
member of one of the classes mentioned 
in the statute, the designation is valid. 
Under the terms of the statute, the per- 
son designated need not be a relative of 
the member in order to fall within the 
“dependent” class; and so an illegiti- 
mate child may be eligible as a “depend- 
ent” if the facts of the bring it 
within that class. In the case at bar, 
the designated beneficiary, Beatrice Hall, 
was recognized by the member and was 
kept in his own home by him as one of 
the family, and was living with him at 
the time of his death and dependent 
upon him for support.—Hall vs. Grand 
Lodge Knights of Pythias of 8S. C., Sup. 
a. & c 


case 
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| Finds Meeting Plan Successful | 


The Edwin L. Pickhardt agency at 
Minneapolis, representing the Connecti- 


cut Mutual Life, has concluded an in- 
teresting experiment. Mr. Pickhardt, 
as general agent, has been for a year 


and a half holding agency meetings of 
the entire force each morning except 
Saturday between 8:30 and 9:30 o'clock. 
The Connecticut Mutual Life office is 
in the Security building. Passers-by be- 
came curious as to these meetings. 
They speculated as to their character 
and wondered what subject would be of 
sufficient concern to hold the attention 
of this group month after month, day 
after day, with seemingly increasing in- 
terest. 

Then it was decided to offer a series 
of lectures on life insurance open to the 
public. A series of eight was an- 
nounced, being given each Monday and 
Friday nights, starting March 18, The 
letter of invitation was sent by the agent 
to selected prospects. The subjects and 
speakers were as follows: 

What Life Insurance Is, 
Pickharat 


Edwin L. 


What Life Insurance Does, William L. | 


Harvey. 


| 

History of the Institution of Life In- 
surance, Frank J. Kkywnch 

Building an Estate Through Life In- 


surance, 
Life 
win L 


Richard F. Graner. 

Insurance as an Investment, Ed- 
Pickhardt 

Business Needs 
Harold L Cheney. 

Life Insurance Trusts, James Gray of 
the Minneapolis Loan & Trust Company, 
W. Harvey James and Oliver Aas of the 
First Minneapolis Trust Company. 

: Opportunities in Life Insurance as a 
Business for You, Edwin L. Pickhardt. 

Che attendance was satisfactory. In- 
fluential men from the University of 
Minnesota, attorneys, business men and 
a number of women came to listen to 
these lectures. Agents of other com- 
panies also attended. As one of the 
concrete results it might be said that 
two new agents were acquired. 

Mr. Pickhardt now plans to offer an- 
other series of lectures starting in Au- 
gust. More publicity will be given to 
them. As a medium for acquiring new 
agents, as a prospect getter and as a 
destroyer of sales resistance, the Edwin 
L. Pickhardt agency recommends this 
plan to others. 


for Life Insurance, 
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O you see only a picture of a man climbing a 
ladder—or a picture of a man who sees an op- 
portunity to step out of the ranks and climb to suc- 
cess? We want sure-footed and ambitious climbers. 
The Franklin opportunity is based on $212,- 
000,000 of insurance in force, forty-five years of 
Company 
Office help 
Write 


growth, 
in agency development. 


to Jos. W. Jones, Vice President in 
Charge of Agencies. 


THE FRANKLIN LIFE 
INSURANCE COMPANY 


Springfield, Illinois 
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PLANS FOR OLD LINE 
COMPANY EXPLAINED 


CHANGE SEEMED DESIRABLE 
High Official of American Insurance 
Union Gives Situation Confronting 
It as a Fraternal 





James A, Maddox, national vice-presi- 
dent and field director of the American 
Insurance Union’ of Columbus, O., ex- 
plains the reason for changing the com- 
pany from a fraternal to an old line 
institution. Mr. Maddox’s observations 
bring out some interesting points. He 
says in that connection: 

“For the past two years the president 
and officers of the American Insurance 
Union have been making a study of the 
general insurance situation in this coun- 
try. After this investigation, which was 
very thorough, the officers of the insti- 
tution were convinced that the day of 
the fraternal insurance society was over; 
that the conditions in America had so 
completely changed and that the old line 
insurance companies had so far out- 
stripped the fraternal societies that there 


was no comparison. We found that the | 





automobile, radto and picture show had 
taken the people of this country from 
the lodge rooms. We found also that 
insurance estates were being set up 
by thousands of men all over the coun- 
try; the fraternal society could not make 
a corporation the beneficiary; it could 
not write partnership insurance. In fact, 
fraternals were hampered by laws that 
were slowly but surely putting them out 
of business. 


Not Refinancing the Fraternal 


“After our investigation we became 
convinced that it was our duty, looking 
to the future, to organize an old line 
legal reserve stock company and sell 
this stock to the members of the fra- 
ternal society in order that they might 
share in the profits of such a company. 
This company was never set up for the 
purpose of refinancing the fraternal so- 
ciety, because the fraternal society does 
not need any refinancing. It has ample 
resources to pay its claims. 
ternal society will continue in busi- 
ness for some time to come. The fra- 
ternal policyholders will be offered poli- 
cies in the new company, but they have 
the right to retain their fraternal poli- 
cies, if they so desire. 

“The setting up of the stock company 
has the hearty support of the entire 
A. I. U. membership. The national con- 


The fra- | 





gress, the government body, without a 
dissenting vote authorized the setting up 
of this company. A. I. U. members in 
all parts of the country are sending in 
subscriptions for stock in this new com- 
pany. The company will be doing busi- 
ness in about 30 days, as the state has 
put its stamp of approval upon the 
forming of this new organization. The 
officers in the new company will be the 
officers of the fraternal. 

“With 35 years of insurance experi- 
ence no old line legal reserve life com- 
pany was ever set up better equipped 
along all lines than this new company. 
Thousands of A. I. U. members have 
expressed their desire to take policies 
in this new company. To those who 
choose to keep their policies in the fra- 
ternal society there will be ample funds 
to pay all claims.” 


Manhattan Life’s April 


The Manhattan Life had a record 
month in April for new business. The 
annual drive in honor of President Love- 
joy brought in a new high volume of 
new business. 


Don’t take yourself too seriously. Lots 
of men make themselves ridiculous by 
Placing an overly enthusiastic estimate 
on their little sayings and doings. 





LITTLE STORIES 


FILES OF A GREAT 
INSURANCE INSTITUTION 


HE Agent glanced up as a haggard young 
A claimant, he 

guessed. Suddenly he remembered. A 
year ago, this man had come briskly in to cancel 
the disability endorsement on his life policy. 
Probably he would never need it, he said, and 
he did not wish to pay the extra premium. 

The man spoke — “tu- 
berculosis — sanitarium— 
disability benefits — ar- 
range payment — my 


man entered his office. 





The Agent made the 
~ necessary 


FROM THE 


arrangements, 


recalling the day when all his powers 
of persuasion had been necessary to convince this man of 
the value of the disability endorsement, its non-cancellable 
feature and waiver of premium clause. The sick man spoke 


his thanks, left. 


Another day brought another visitor—the ill man’s wife, 
left without income or support. She was anxious about the 


disability benefits. 


The Agent reassured her. Payments 


would start on the sixty-first day and continue as long as 


disability lasted. She smiled pathetically. 
will enable me to keep my children with me. We 
will go to my mother’s and we will manage to 


get along.” 


Thirteen months passed, each bring- 
Then death 


ing Continental’s draft. 


came. 


A few days later the Agent delivered 


“That ‘3. i 
“ 


Continental’s final draft—$3,000. Not a great sum, but as 
he handed the widow the check and saw the gratitude in her 
eyes, he gave thanks for the renewed 


realization of the part he had in a great 
work—for a day when he had con- 
vinced a healthy young man that the 
future is uncertain and insurance the 


only safeguard. 


CHCIAGO 






HE Continental 

Companies, their 

officials and every 
man and woman among 
their thousand em- 
ployees also have a full 
realization of their part 
in the performance of a 
great service—to individ- 
uals and to society. It 
is that realizetion that 
inspires and makes pos- 
sible the careful and con- 
siderate attention the 
Affiliated Companies give 
to the needs, great and 
small, of their every 
agent and policyholder. 


CONTINENTAL CASUALTY COMPANY 
CONTINENTAL ASSURANCE COMPANY 


ILLINOIS 





GREAT NORTHERN LIFE 
FIELD MEN TO MEET 


TO HEAR THREE-DAY PROGRAM 
Important Men from Outside Com. 
pany’s Ranks and Outside Business 
Will Address Agents 





Field representatives of the Great 
Northern Life will gather for their an- 
nual agency convention in the Palmer 
House, Chicago, May 7-9. The ‘irs 
general session wilk be held in the 
afternoon of the first day, following a 
get-together luncheon. An_ excellent 
program, on which appear some insur- 
ance men from outside the company’s 
ranks and some men not directly con- 
cerned with insurance selling, has been 
prepared. 

President H. G. Royer of the Great 
Northern will preside at the opening 
session. Vice-president John A. Su- 
livan will speak at this session, which 
will be devoted in part to life and in 
part to accident and health selling. Com- 
missioner Milton A. Freedy of Wis 
sin will speak at this session, also, and 
Dr. Charles J. Rockwell, director of th 
Rockwell school of life selling, will clos. 
the session. Dr. Rockwell will speak 
again on the second morning. 

James L. Rainey, sales supervisor 
Caldwell & Co., and formerly agency 
supervisor in the accident and health 
department of the Missouri State Life, 
will speak on “Salemanship in Accident 
& Health Insurance” at the second 
afternoon session. A feature of the third 
morning session will be an address by 
Dr. Harry W. Dingman, medical direc- 
tor of the Continental Assurance. 

A feature of the luncheon session on 
the second day will} be a discussion 
of accident and health insurane by F. 
R. Hotchkiss, superintendent of agen- 
cies. J. P. McDowell, assistant super- 
visor of the Retail Credit Company, wi 
speak at the second afternoon session, 
his subject being “Inspection Service. 
The annual dinner dance will be held 
in the evening of the second day. There 
will be only a morning session on the 
third day. 


From Flute Player 


to Agency Leader | 





The story of Henry J. Hambrecht 
stellar producer of the W. L. Boyce 
agency of the Equitable Life of New 
York, in Syracuse, N. Y., is summed 
in the statement that he metamorphos 
from a flute player in a theater into 2 
$250,000 writer within one year. 


= 








When Mr. Hambrecht exchanged his 
flute for a rate book, he was convince 
that he could pay for at least $20,000 @ 
month in his first year. He selected t! 
$20,000 monthly quota because “I need 
that much business to meet my && 
penses” 

That resolution was made Maj 
1928. Today he is the most conspicuous 
example of a steady producer that t 
Syracuse agency possesses. He never 
has paid for less than $20,000 a mont) 
since he vacated the orchestra pit. His 
production to date is $241,438 paid-tof 
business, comprising 45 cases. 

Mr. Hambrecht said that learning |! 
underwriting was just like learning t 
play the flute: “Learning to play t 
scales in music is identical with leat 
ing the fundamental principles of hum an 
needs | and salesmanship in life in 
ance.” When asked to discuss 
method of securing consistent oder 





tion, he grinned and said: “First, I ha 

a definite objective. In addition. I con 
sider myself a pair of twins. You 5¢€ 
I’m an executive, planning my move 
ments ahead of time; next, I’m a ‘time 
table man,’ and perform what I hav 
planned within the time limits est@” 
lished for myself.” 
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Disability Report 
Made to Doctors 


(CONTINUED FROM PAGE 5) 


under one plan of selection and inade- 
quate under another. Careless or inex- 
perienced methods of claim settlement 
may largely offset an adequate premium 
or careful selection. The three elements 
tie together and require close coopera- 
tion between the three respective depart- 
ments primarily interests: (1) the ac- 
tuarial; (2) the medical; (3) the claim. 


Different Factors 
Must Be Considered 


“In life underwriting, the heart, arter- 
ies, kidneys and lungs assume a major 
importance; in disability, the occupation, 
the earned income, moral character, 
truthfulness, fair business methods, cour- 
age or weakness under minor physical 
and mental strain, the amount of health 
and accident coverage carried or applied 
for, the nationality, sex, age—all assume 
a relatively greater significance. A 
sound life underwriting practice if ex- 
tended to disability underwriting with- 
out important modifications might prove 
costly. This is just what has happened 
during these past five years of excessive 
disability losses to life companies. An 
earnest, if belated, effort to correct this 
fault by a more rigorous selection for 
disability is bringing a large number of 
complaints from agency forces. 


Production Department .- 
Becomes Affected 


“Where disability already sold is de- 
nied even though the life coverage is 
granted, the sale is apt to be seriously 
disturbed and the commission endan- 
gered or lost. In Mr. Hunter’s recent 
paper before the Actuarial Institute on 
objections by agents to underwriting 
decisions, he cites first, cases where dis- 
ability was refused or limited in amount. 
An agent who has accustomed himself 
to his company’s normal rejection per- 
centage is naturally disturbed by having 
this percentage increased through an 
additional selective restriction on dis- 
ability. The business due to the sales 
appeal of disability coverage is threat- 
ened by the loss from disability selec- 
tion. 

“The medical director today can no 
longer be primarily a clinician and there- 
fore an underwriter only in a restrictive 
or negative sense—expressing an adverse 
opinion against certain medical impair- 
ments. He must be a life insurance 
underwriter in solving the problem 
stated above. He must obtain a favor- 
able experience without restricting the 
maximum field of usefulness for the 
industry and without unsettling the field 
torces by whose success the distribution 
of the benefits of life insurance are de- 
termined. 


Three Features Need 
to Be Considered 


“We believe this problem can be 
solved by the underwriting department 
by attention in these three directions: 


‘A. Education of agent to correctly 
underwrite his own business so that he 
will sell the coverage in such kind and 


amount as can be issued and paid for. 

B. Broaden the field of disability 
Coverage by extending to it, as well as 
to life coverage, the numerical system of 
underwriting. 

“C. The development of a practical 
method to prevent over-insurance of the 
income disability feature—a very real 
and present danger. 

. Of these three requisites of success- 
tul underwriting, we believe the first 
the most important. It would appear 
natural that as underwriting rulings be- 
come more clearly differentiated through 
the numerical system, the layman can 
more and more readily master and apply 
such rulings. Obviously, when the en- 
tire subject was contained in the med- 
re and underwriting experience of in- 
dividual medical directors and no at- 
‘mpt had been made to give this 

















New York City Agencies’ April Record 














NEW YORK, May 2.—April saw a 
continuation of the record pace of new 
business in New York life offices. The 
year to date figures are so far in advance 
of last year that even a sharp slump the 
balance of the year would leave 1929 on 
the level of last year. Many of the 
agencies are able to show an entire 
month’s business ahead of the 1928 
total for the four months. 

Last month again saw a jockeying 
about for first place among the city 
leaders, Ives & Myrick of the Mutual 
Life of New York, standing well in ad- 
vance of the others in first place, though 
the R. H. Keffer Agency of the Aetna 
Life shows the largest gain for the year 
to date. 


Ives & Myrick Record 


Ives & Myrick, Mutual Life of New 
York, paid for $4,917,170 in April, com- 
pared with $3,891,116 last April, bring- 
ing the total for the first four months 
to $18913,025, compared with $16,526,- 
378 last year. 

R. H. Keffer, Aetna Life, was second 
for April, paying for $3,773,750, com- 
pared with $10,565,300 last year, this be- 
year to date total is $14,777,458, com- 
pared with $10,565,300 last year, this be- 
ing the greatest gain for the year of any 
agency. : 

J. Elliott Hall, Penn Mutual Life, was 
third in April, paid business being $3,- 


546,440, compared with $3,204,495 last 
April, the year to date total $15,089,231, 
compared with $12,508,786 last year. 


Cc. B. Knight’s Record 


C. B. Knight, Union Central Life, was 
fourth in April though second for the 
year to date gain. Preliminary figures 
give his April total as $3,326,000, com- 
pared with $3,001,935 last April, the first 
four months showing a total of $15,833,- 
740, compared with $12,012,055 last year. 

Beers & Delong, Mutual Benefit, paid 
for $2,332,450, bringing the year to date 
to $10,866,250. Written business in April 
in this agency passed well above the 
$4,000,000 mark, so that an excellent 
May is in prospect. 

Prudential Man’s Record 


Andrew Kakayannis, ordinary man- 
ager for the Prudential in uptown New 
York, had a record month in April, 
passing the $1,000,000 mark. Written 
business was $1,189,000 and paid busi- 
ness was just shy of a million, being 
$913,500. Mr. Kakayannis himself paid 
for a $700,000 case on a member of the 
stock exchange. The agency is develop- 
ing rapidly, being less than a year old, 
and it now has 16 full time men. Sev- 
eral more will be added this summer, a 
summer training class being scheduled, 
with several college men already 
registered. 








knowledge definite expression, only a 
medical director could pass upon appli- 
cations even for the smallest amounts. 
When, however, different impairments 
can be intelligently defined and numer- 
ically expressed, then a layman can, un- 
der adequate supervision, apply the rat- 
ings. This has already come about in 
many home offices in life selection and 
rating manuals are a commonplace in- 
strument of the underwriting depart- 
ment. There has been considerable oppo- 
sition to delegating this function to lay- 
men in some home offices, and there is 
similar opposition in more, to extending 
a definite underwriting education to the 
field forces. 


Agent Should Know 

Disability Facts 

“The agent should know the follow- 
ing facts on underwriting disability, and 
others as soon as experience demon- 
strates them. 

“1. Tuberculosis: This is the most 
common cause of disability, with ner- 
vous and mental diseases a close second. 
Tuberculosis is a chronic disease often 
quiescent for decades, usually contracted 
in childhood. It is contagious, especially 
from intimate and prolonged exposure, 
as living in the same house with a tuber- 
culosis patient or relative. Underweight 





in young adult life is the most common ! 


predisposing cause. Certain families 


have a definitely lowered resistance to | 


tuberculosis and members of these fam- 
ilies are often slender and delicate ap- 
pearing. Deaths in the family from 
‘chronic bronchitis,’ ‘childbirth,’ ‘asthma’ 
and ‘malaria’ may also indicate tuber- 
culosis. 

“A personal history of pleurisy, 
chronic bronchitis, cough, long abscess, 
rundown condition, especially with 
change of climate, malaria, and loss of 
weight, may indicate tuberculosis. On 
examination, underweight, cough, fever, 
rapid pulse, low blood pressure, are all 
suggestive of tuberculosis, especially in 
young adults. The x-ray is of great 
value in establishing a positive early 
diagnosis. 


Mental and Nervous 
Diseases Big Factors 


“9. Mental and nervous diseases run 
a close second to tuberculosis as a cause 
of disability claims and will undoubtedly 
before long pass tuberculosis. Nervous 
and mental diseases are on the in- 
crease—tuberculosis on the decrease. 





The latter disease is caused by a known 
bacillus. Its methods of infection and 
distribution. are well known and now 
for over twenty years a well organized 
campaign has centered public attention 
on the dangers of this disease, its pre- 
vention and cure. The cause of nervous 
and mental diseases is extremely ob- 
scure. It is undoubtedly related inti- 
mately with problems of eugenics, child 
and adult psychology, and with the 
strain of modern civilization upon the 
more or less inadequately adjusted 
human organism. We know that cer- 
tain races and certain families are more 
unstable than others, so that mental and 
nervous diseases have a strong heredi- 
tary tendency. Cases of insanity, epilepsy 
and nervous! prostration in the family 
should put us on guard in granting dis- 
ability. 

Chronic Infections 

Must Be Considered 


“3. The body is subject to numerous 
forms of chronic infections in addition 
to tuberculosis and syphilis. There are 
the coccus infections originating prob- 
ably in teeth, tonsils, respiratory tract, 
gall-bladder, appendix, peptic ulcer, and 
digestive tract; in prostrate, bladder, and 
genito-urinary tract; and giving rise to 
a systemic blood infection resulting fre- 
quently as a cause of disability in the 


various forms of rheumatism—acute, 
chronic, muscular, sacroiliac, spinal, 
arthritis deformans, and in various 


forms of chronic cardio-vascular disease. 

“4. Contrary to popular belief, acci- 
dents resulting in blindness, double am- 
putation, etc., are the causes of compara- 
tively few total and permanent disability 


claims, and they occasion the least 
trouble in settlement. 
Moral Hazard Involved 

in Disability Line 

“5. Probably the most important 


point in underwriting disability is an 
estimate of the moral hazard involved. 
As public acquaintance with the life dis- 
ability clause grows, this hazard will 
undoubtedly grow. Individuals who are 
seeking fraudulent income coverage dur- 
ing vacations, or when their income 
from business or profession is threat- 
ened through ill health, incompetence 
or dissipation, will increasingly appre- 
ciate the binding character of the life 
contract and will be encouraged by the 
over-liberal settlements that some com- 
panies have thought were good business 





policy. Your committee desires to re- 
cord its unanimous opinion that im- 
properly liberal claim settlements en- 
courage further frauds against insurance 
companies and are against sound public 
policy. Such settlements, as a result of 
agency pressure inorder to anticipate 
or outdo the settlement of a competitor, 
should be especially discouraged. 


General Problems in 
Moral Hazard Shown 


a. As heredity and environment de- 
termine a man’s physique, they likewise 
determine his character, As races and 
families have a tendency to tuberculosis 
so also do they vary in standards of 
business integrity. Certain races have 
a classical and historical reputation for 
sharp dealing and willingness to take un- 
fair advantage of contractual obliga- 
tions. Members of families in which 
criminal and degenerate tendencies are 
indicated will prove poor disability risks. 

" A man’s past personal or busi- 
ness record, if accurately obtainable 
should offer a considerable indication of 
his future attitude towards his disability 
clauses. Ex-bootleggers, or those who 
have made their livelihood by evasion of 
the law, or have profited by ‘fires’ or 
bankruptcies, those who have taken 
technical advantage of associates or cus- 
tomers, can be relied on to take similar 
advantage of their disability clauses 
when they desire a vacation, or to re- 
tire at age 59. Stability of employment 
is a most important factor. Professional 
men and farmerd are more hazardous 
risks than business men—women more 
than men. 

“c. A man’s or woman's conjugal re- 
lations constitute a sacred contract and 
his or her attitude towards it is an im- 
portant index to character. Divorces, 
prostitutes, libertines, make poor disabil- 
ity risks, 


Personal and Social 
Deportment Important 


“d. A man’s personal and social de- 
portment is also an index to character. 
Lack of control in personal habits, 
drinking, gambling, etc., and disregard 
for the opinions or rights of others, is 
reflected in his attitude toward his dis- 
ability contract. A man’s credit and bill- 
paying standing must also be considered. 
The dead-beat has no respect for the 
rights of others, nor will he have for 
those of life insurance companies. 

“e. Insurance experience. Previous 
claims add to the hazard. Brokerage 
business is more expensive than direct. 
Large amounts of disability coverage are 
more ‘hazardous than small. Amounts 
in excess of $500 a month must be most 
carefully scrutinized, and over $1,000 
are extremely hazardous. The total 
amount carried in all companies must 
bear a proper relation to earned income. 


Davis Not Thwarted 
By Big Blizzard | 


G. D. Davis, brother and assist- 
ant general agent to Frank H. 
Davis, the Penn Mutual’s nation- 
ally known general agent at Den- 
ver, recently gave a demonstra- 
tion of how Wyoming life under- 
writers work. He set out from 
Denver to appoint three agents in 
Wyoming. As the train neared 
the border it ran into a flickering 
snowfall. And at Mr. Davis’s des- 
tination a terrific blizzard was 
raging. Wyoming is short on tor- 
nadoes, but it has a brilliant line 
of blizzards. This was one of its 
best. For three days Mr. Davis 
was snowbound. During that 
time, while the wind whistled, 
swished, swirled and savagely 
stormed, he wrote 15 applications 
for a total of $105,000, obtaining 
premium settlement in each case 
under a binding receipt. When 
the storm was over he went out 
and appointed his agents. 
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The figures given by Mr. Laird still 
hold good. 


Maximum Percentage 


Monthly Indemnity of Earnings 
SID  .ccccccccccccccsccccesececee 80% 
GID cccseccecesscecscsecscensess 70% 
BED ccccscccaccsoccesesccncaentd 60% 
$400 and OVET.......cceeereneee 50% 


Numerical System 
Is Advantageous 


“B. If the numerical system is advan- 
tageous in underwriting life liability, it 
is far more so in consideration of dis- 
ability, as more factors are involved, and 
certain factors have a greatly increased 
significance, for example, build and oc- 
cupation. Application of the numerical 
method to disability seems difficult, but 
we must remember how difficult the 
numerical method for life underwriting 
seemed 25 years ago. In the case of 
certain impairments, the same disability 
rating as is indicated for life is prob- 
ably applicable, but in other cases dis- 
ability requires a rating when life may 
be granted standard, and in others at 
an advance in rating over the life. 

We recommend tentatively four 
classes for disability—standard, 150 per- 
cent, 175 percent, and 200 percent, and 
two additional for those too hazarcous 
to permit a rating—R. N. A. and Post- 








A SUCCESSFUL RECORD 


ROM its inception the In- 

dianapolis Life has been a 

Purely Mutual Company, op- 
erated for the use and benefit of 
its Policyholders. There are no 
Stockholders. It can not be 
bought, traded or sold. During 
the twenty-three years of its life, 
the Company has been progres- 
sive and prosperous. It has kept 
the faith with its Policyholders 
and agents. It has lived up to 
its promises. It has furnished 
insurance at a very low net cost. 
Its dividend record is unexcelled. 
It has the confidence and respect 
of its competitors and the general 1 
public. It is still guided by the 
Officers who started the Com- 
pany twenty-three years ago. It 
has a loyal and faithful agency 
organization, and it is perma- 
nently established in its own 
home office building. 


In the future as in the past, the 
Company will keep within the 
lines of safe underwriting. It 
will indulge in no doubtful ex- 
periments. It will endeavor to 
keep quality, service and safety 
above mere size. 


1929 


TO MAY ist 


I 


P. A. Brosseau, Mgr. 


Bloomington 


Openings for Managers for Leading cities in Northern Illinois and Southern Illinois. We give direct Managers’ or Gen- 
eral Agents contracts to desirable men for as much territory as they can profitably handle. Here is an opportunity for 
men who wish to build a general agency with a successful, growing Mutual Company. 

Agency openings in Indiana, Illinois, Michigan, Ohio, Texas, Iowa, Minnesota, 


Indianapolis Life Insurance Company 


pone, and as illustrating the method | 
which might be applied to the entire list 
of impairments, append tentative sug- 
gestions for disability on a few impair- | 
ments. 


Overinsurance and 
Speculative Coverage 


“C. We would like to emphasize a 
serious caution in the avoidance of over- 
insurance and _ speculative coverage. | 
There is no question that the modern | 
liberal life disability clause is attracting | 
patronage from individuals who plan to 
defraud the companies through an an- 
ticipated vacation, illness, or retirement. 
We shall best serve the legitimate pur- 
pose and usefulness of the disability | 
clause by rigorously attempting to ex- | 
clude these cases, and it will require a 
common agreement among companies in 
regard to the proper maximum coverage 


for the individual case and an ad-| 
herence to that standard. Far too} 
often at present such individuals | 


are able to obtain a greatly exces- | 
sive coverage by application to a num- 
ber of companies, each accepting for a 
reasonable amount, but the aggregate 
becoming a serious menace to the safety 





1915 
1916 
1917 


1918 
1919 
1920 


1922 
1923 
1924 
1925 


1926 
1927 
1928 86,027,488.39 
90,000,000.00 


of all. It is difficult to resist agency | 


1906 1,281,909.93 

1907 2, 158, 315. 62 

1908 2,344,449.12 

1909 3, 037, 135. 59 

1910 3,760,337.71 
1911 4,451,264.48 
1912 | 5,756,690. 86 
1913 7,011,554.27 
1914 8,655,788.49 


921 31,2 


75,25 


LLIN OT!IS 


A. H. Kahler, General Mgr. 
Central Ill. Peoria 


Florida and California. 
Apply to Frank P. Manly, President 


INDIANAPOLIS, INDIANA 


| pany has just accepted for $10,000 with 


| we? 


| approval, but the actual reason for de- 


10,231,921.21 
12,021,820.06 
13,665,053.54 


15,532,346.26 
20,456,374.44 
27,006,018.90 


35,236,427.74 
40,882,131.98 
46,628,369.17 
54,432,038.01 


64,065,397.61 


pressure in these cases against the argu- 
ment that this and that first-class com- 


income disability; therefore, why can’t 
The agent has difficulty in appre- 
ciating that the other acceptances may 
not only not be an argument for the 


clination. As agents and applicants be- 
come trained to recognize that an ad- 
mission of disability coverage may pre- 
vent additional coverage, the admission 
will not be made. 


Two Suggestions Given 
to Cut Down Danger 


“It is vital that we give this subject 
sufficient attention to offer reasonable 
company safeguards. Two suggestions 
are tentatively offered: 

“1. The reporting of disability cover- 
age to a central bureau of all amounts 
over some arbitrary amount, say $100 
a month. While, obviously, the com- 
panies could not be advised of lapsa- 
tions and so could not know the exact 
total in force, nevertheless, it would offer 
most suggestive information in cases 
attempting excessive coverage, and if 
supplemented by report of all disability 
claims to life companies, would give 


75,345.88 


7,687.64 


Chicago Branch 
Peoples Gas Bldg. 
H. G. Hall, Mgr. 








most helpful evidence as a basis for in. 
vestigation and action. 

“2. There has been considerable dis. 
cussion of the practicability of a pro. 
rated disability clause for life contracts, 
It would require simultaneous action by 
all companies or might become a legis. 
lative requirement. With such a clause 
in force, attempts to obtain speculative 
over-coverage would be discouraged. Of 
course, such a clause would naturally 
meet sales resistance, as it would create 
an additional restrictive feature to sell, 
We approve such a clause as recom- 
mended by Vice President J. L. Howard 
of the Travelers, and feel if practical it 
would largely solve the serious under- 
writing problem of over-insurance. 


Disability Settlements 
Should Be Watched 


“While claims are ordinarily handled 
in a separate department, we assume 
that in the majority of companies the 
medical department acts to approve or 
disapprove claims from the point of view 
of the diagnosis and totality and perma- 
nence of the alleged cause. 

“We believe it is most important that 


of course, be avoided, there are reason- 
able minimum requirements which 
should be complied with from the point 
of view of justice, company economy, 
and public policy. To make over-liberal 
or hasty settlements without adequate 


encourage fraud. We would set min- 
imum requirements as follows: (1) affi- 
davit of claimant; (2) statement by at- 
tending physician; (3) reliable inspec- 
tion; (4) report by disinterested com- 
pany physician. In many cases it is 
advisable or even necessary to supple- 


investigation by a competent home office 
adjuster.” 


High Court Declines 


to Review Tax Case 





Whether deferred dividend reserves 
required to be maintained by the laws 
of the state constitute “reserves re- 
quired by law” within the meaning of 
the federal taxing statutes, the net addi- 
tion to which are deductible from gross 
income, is the question involved in the 
case of the Minnesota Mutual Life vs. 
United States, which the United States 
Supreme Court declined to review. The 
commissioner of internal revenue did 
not regard deferred dividend reserves 
as reserves which may be deducted from 
gross income. Accordingly he assessed 
additional taxes for 1917, 1918 and 1920, 
which the company paid and sued to re- 
cover in the court of claims. 

The court of claims sustained the 
holding of the commissioner. Minne- 
sota Mutual petitioned the United States 
Supreme Court to review the case. 


Life Notes 


The Lincoln National Life reports a 
gain of paid business for March, 192%, 
over March, 1928, of $879,600.00. 

The Milwaukee general agency of the 
Guardian Life has been moved to 953 
Bankers building, where Manager Hillis 
Cc. Rhyan and his associates now hold 
forth. 

Miss Genevieve C. Groom, daughter of 
H. L. Groom of Greenville, S. C., general 
agent of the Maryland Life, was married 
to Ray Robinson Williams, a prominent 
attorney in her city. 


At the close of March, Mrs. Z. Z. Brown 


of the Lincoln National Life led all the 
rest of the company representatives in 
the sale of retirement income policies, 
with 26% units to her credit. 


Ernest L. Frye, 45, a special agent for 
the New York Life at Racine, Wis., for 
18 years, died at his home there after 4 
brief illness. Before entering the insur- 
ance business he was in school adminis- 
tration work. 

The insurance in force of the Lincoln 
National Life as of March 31 was 
$668,445,802. 

The Penn Mutual, by authority of the 
common council of New Orleans, will 
offer the salary savings plan to the city§ 
employes. The finance department '}5 


authorized to deduct monthly payments 
from the salaries of employes to take 
this form of insurance. 








while all unnecessary red tape should, | 


investigation is only to invite loss and | 


ment this minimum routine by personal | 
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Laird Turns Into 
Role of Prophet 


(CONTINUED FROM PAGE 5) 
his benefit but issue life insurance, can 
you give the agent a good reason for 
your action and thus help him to place 
the policy? 


Under life insurance, we are inter- 
ested only in the hazard of death. Un- 
der disability, we are insuring against 


‘aims for serious accident or prolonged 


illness. Partly because we use the word 
‘permanent,’ many of us have incorrectly 
assumed that this hazard is directly con- 
nected with the death hazard. Under a 
modern disability clause, however, 
cover any sickness lasting more than 
four months. Hence, the applicant may 
have four or five disability claims before 
final illness resulting in death. 
“In underwriting the disability bene- 
fit, while we must know that the appli- 
‘ant is in good physical condition and 
ins not shown a tendency to disease, we 
are more interested in other questions. 
Will he suffer a financial loss in case of 
injury or illness—that is, will he receive 
less income when sick than when work- 
ing? Is he a man of character or will 
he take advantage of the company by 
malingering? Has he the right mental 
attitude? In case of injury or illness, 
will he be ambitious to return to work 
in a few weeks in spite of pain and suf- 
fering or has he a yellow streak which 
may lead him to rest up several months 
or even years at the company’s expense? 
“There is no direct connection be- 
tween the rate of mortality and the rate 
of disability. On the contrary, experi- 
ence has shown that as the rate of mor- 
tality improves, the rate of disability be- 
comes heavier. It means that there is 
more sickness at age 55 than at age 25 
and if more people survive to 55 we pay 
more disability claims. 







the 





Comparison With Commercial 
Accident and Health Insurance 


“Although a modern disability clause 
is accident and health insurance, there 
are important distinctions to be made. 

“A commercial accident and health 
policy is usually issued without medical 
examination. On the other hand, it is 
written for a term of one year or less. 
It may be renewed only at the option of 
the company and it may be canceled by 
the company at any time. On the larger 
policies the company calls for an inspec- 
tion each year and if anything unfavor- 
able has developed it retires from the 
risk. Under an accident claim, the pay- 
ments begin with the first day and usu- 
ally continue as long as total disability 
lasts : 
many poli- | 

while the 


“Under health insurance 
pay full indemnity only 
insured is confined to the house. Most 
mpanies now exclude the first two 
weeks in order to eliminate the vacation 
hazard and the repeater. A few years 
ago the commercial companies tried giv- 
ing ‘life indemnity’—that is, paying ben- 
ehts for the entire duration of the illness 
—but they now stop claim payments 
alter one year of sickness. The contin- 
uation of payments after one year has 
hecome the exclusive privilege of the 
life companies, 

“The healthy man who has never been 
sick and who is feeling his best is not 


“eS 


much interested in health insurance. 
Jnd er commercial health insurance, 
there 1s probably a selection against the 
company, not only at time of applica- 


tion 


but at each renewal date. 


Some Features in 
the Life Policy 


If disability is purchased as an inci- 
to life insurance, there will prob- 
be less selection against the com- 
Furthermore, a complete medical 

examination is usually required. 

“On the other hand, under disability 
with life insurance there is no right to 
cancel and benefits are paid as long as 
Smability continues. 

“In spite of these distinctions, the two 

is of protection have so much in 
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LIFE 


common that life insurance officials 
should exchange views with accident and | 
health underwriters and study their sta- 
tistics. 

“The following extracts from the com- 


bined health experience for 1924 and 
1925, published by the Bureau of Per- 
sonal Accident & Health Underwriters, 


are significant: 


“1. Rates for health insurance have 
in the past been too low. 
“2. Higher rates of morbidity must 


be expected on policies providing large 
amounts of weekly indemnity 

“3. The rate of morbidity for females 
is much higher than for males. 


Comparison With Non-Cancellable 
Accident and Health Insurance 


“Disability with 
covers almost exactly 
non-cancellable accident and health in- 
surance. Unfortunately, there are no 
statistics showing the actual experience 
on non-cancellable in this country. It is 
known, however, that several companies 
have retired from the field and that even 
its strongest advocates have from time 
to time restricted the coverage and in- 
creased the premiums. Where this ben- 
efit is linked up with life insurance, the 
experience should be more favorable 
provided the life companies follow the 
same methods of underwriting and set- 
tling claims as the companies granting 
non-cancellable. 

“I shall not touch on purely medical 
questions such as insanity and tubercu- 
losis. My purpose is to focus attention 
on two features: 

“1. The amount of disability must de- 
pend on the amount and stability of the 
net earnings excluding investments. 

“2. Certain classes entitled to stand- 
ard life insurance should be rated up or 
declined for disability. 


life insurance now 
the same field as 


Over-insurance Is 
Seen as a Danger 


“When a disability claim occurs, we 
sometimes find that the insured has in- 
demnity of, say, $1,000 a month in two 
or three companies and that his average 
earnings just before the claim were only 
$500. If disability doubles his income, 
he will be tempted to enjoy bad health 
for the rest of his life. Such claims put 
an unwarranted burden on the company. 
They arise in two ways: 

“1. Occasionally the earnings justi- 
fied the insurance at time of issue but 
through business reverses or impaired 
efficiency have dropped from, say, $1,500 
a month to $500. 


“2. More frequently the insurance 
should never have been issued. Some- 
times the companies have been misin- 


formed about other insurance and earn- 
ings. Too often they have simply ig- 
nored other insurance in force or being 
applied for. 

“To guard against such over-insurance 
some companies have recently advocated 


a pro rate provision under which the 
aggregate indemnity in all companies 
would be limited to 75 percent or 100 


percent of the actual earnings in a speci- 
fied period just preceding the claim. In 
computing the aggregate indemnity the 
payments under commercial accident and 
health may be either included or ex- 
cluded. 


Other Steps Taken to 
Minimize Speculation 


“What other steps can we take to pre- 
vent an applicant from securing too 
much insurance in proportion to his 
earning power? 

“In case of disability we pay a certain 
income. This income may be used to 
offset expenses such as hospital bills and 
doctors’ and nurses’ fees but its chief 
purpose is to reimburse for income lost 
on account of illness. If the benefit is 
intended to indemnify for loss of earn- 


ings, then the amount of insurance 
should depend on the earning power, 
not only at time of issuance but 


throughout the duration of the policy. 
“So far as earnings are concerned, 


applicants may be divided into four 
classes represented by the following 
examples; 

“1. A banker whose earnings will 
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The golf course at Biloxi has been justly described 
as one of the finest and most scenic of the entire South. 
It covers 175 acres of rolling land, dotted with beautiful 
trees and engaging water hazards—a veritable paradise 
for lovers of this fascinating pastime. The Pan-American 
Golf Tournament is held annually at Biloxi—another 
proof of the popularity of the course and the pleasures 
of the resort. 

Next January, when members of the American Cen- 
tral Field Club assemble at Biloxi for a well-earned 
period of relaxation, those who golf will indeed enjoy the 
thrill of thrills—perfect weather and a perfect course! 
Certainly it pays big dividends to be an American Cen- 
tral Field Club member! 


Just one of the many reasons why American Central 
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Sell Li fe Insurance 
From the Continental's 
Full Sample Case 


—Participating Policies 
—Non-Participating 
—Low Net Cost Policies 
—Juvenile Policies 
—Group Insurance 
—Salary Savings 
—Sub-standard 


THE COMPANY THAT GIVES 
HOME OFFICE COOPERATION 


General Agency Openings in Cincin- 
nati, Chicago, Pittsburgh, Memphis, 
Nashville, Des Moines, Dallas and. 
other Key Cities. 


Write Today for Information About 
Our Agency Contract 


Continental Life 


Insurance Co. 


Continental Life Building 
St. Louis, Missouri 





45,000 Policyholders— 
Assets, $14,338,410.55 
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probably increase gradually up to the 
limiting age of 60. This is one of the 
best types for disability. 

“2. A doctor or dentist whose net 
earnings may fluctuate from month to 
month or from year to year but will 
probably increase to a peak at about age 
55 and then decrease rather rapidly for 
five or ten years. This is a fairly good 
type for disability provided the aggre- 
gate benefit is kept within the probable 
net earnings during the period just be- 
fore age 60. 

“3. A real-estate dealer whose net 
earnings are subject to wide fluctuations 
from year to year. This type should be 
granted non-cancellable disability for 
only a small amount. 

“4. A capitalist who has no earnings 
from any business or profession but 
who lives on the income from his invest- 
ments. This type is not eligible for dis- 
ability as his earning power cannot be 
measured. 


Plan for Determination 

of One’s Net Earnings 

“To determine net earnings, we get 
an estimate from the inspector or per- 
haps the agent, but most of us have been 
afraid to ask the man himself. One 
company, however, has the following 
question in its application, ‘Do your 
average net earnings, excluding income 
from investments, exceed the aggregate 
indemnity payable for disability under 
this and all other policies now ae 
by you? 

oe company has set an ono 
lent example by inserting in the applica- 
tion for personal insurance the follow- 
ing question: 

“‘What is your net yearly income 
from your principal occupation exclusive 
of income from investments?’ 

“In the case of business insurance, the 
questions are: 

“‘*Approximate amount of business 
transacted annually by firm or corpora- 
| eae Official or other position 
and duties of applicant and approximate 
amount of annual compensation received 
therefrom....... 

“If these questions are answered in- 
correctly and if such misstatements are 
material, we have the right to lift the 
policy or deny liability at least until the 
incontestable clause becomes effective. 
To strengthen our position further, we 
should wherever possible use a two-year 





incontestable clause and stipulate that 
it does not apply to disability benefits. 


Aggregate Indemnity 

Should Be Limited 

“Having determined the net earnings, 
we should limit the aggregate indemnity 
in all companies to a definite percentage. 
For instance: Earnings $500 a month or 
less, 60 percent; earnings more than 
$500 a month, 50 percent. Furthermore, 
the indemnity in all companies should 
be limited to a definite figure, say $750 
or $1,000 a month, regardless of how 
great the earnings may be. 

“The reasons for placing this deadline 
on the aggregate in all companies are: 

“1. Accident and health companies 
have had a high loss ratio on policies 





granting more than $50 a week. 

“2. If the income is large, it is usu- 
ally subject to wide fluctuations. If a 
man is earning, say, $4,000 a month and 
we insure him for $2,000 a month, his 
earnings will probably increase rapidly 
or decrease rapidly. If they increase he 
accumulates an independent fortune and 
is in a position to retire, particularly if 
he can draw $2,000 a month from in- 
surance companies. On the other hand, 
if the income drops off to, say, $1,000 a 
month, then he is over-insured and can 
imrrove his financial condition by retir- 
ing from’ work and drawing $2,000 a 
month from his insurance. 

“3. The man with large income is 
subject to more nervous strain. 

“Before a disability application is ap- 
proved, two questions must be an- 
swered: 

“1. What are the aggregate disabil- 
ity benefits in force or contemplated in 
all companies? 

“2. What are the present net earn- 
ings? 


Nervous Instability Is 
Important Factor 


“Many claims are indirectly due to 
nervous breakdown. Others are pro- 
longed by the insured’s mental condi- 
tion. Under life insurance we watch for 
insanity and serious mental disease, but 
under disability we must go further and 
investigate any tendency towards men- 
tal or nervous disorder. In many com- 
panies this means a revision of the ques- 
tion in the medical examination blank. 















“In a recent case, ond of the best 
companies in this country issued disa- | 
bility income of $500 a month on an 
applicant who was known to have had 
‘nervous indigestion five or six years 
ago.’ In the medical examination blank 
the only question relating to this form 
of impairment was: ‘Have you ever suf- 





fered from any ailment or disease of 
the brain or nervous system ?” The ap- 
plicant naturally answered ‘No’ and the 
examiner, although a most capable man 
and thoroughly trained in life insurance 
practice, did not know of the history of 
nervous indigestion. Probably if the had 
known he would not have realized that 
it had a distinct bearing on the accept- 
ance of the risk for disability benefits. 


More Complete 
Question Suggested 


“To take care of this situation, it is 
better to use a more complete question 
such as, ‘Have you at any time had or 
been told you had insanity, any disease 
of the brain or nervous system, nervous 
prostration, nervous indigestion, severe 
headaches, or any tendency to nervous- 
ness?’ Even if this question is answered 
‘No’ and if through outside sources we 
learn that there has been a history 0: 
nervous trouble, we should make a com- 
plete investigation before assuming the 
risk for disability benefits. 

“No insurance company wishes to dis- 
criminate against any race. If, how- 
ever, we know that a certain race has 
a high mortality, it is only fair that . 
should protect ourselves. Similarly, 





ae | 





Protective Life Agency Contract 








BIRMINGHAM, May 2.—What is 
said to be a brand new departure in 
agents’ contracts is announced by the 
Protective Life. It provides for a lib- 
eral first year commission and also has 
embodied in it a method of monthly in- 
come to agents, which is to increase au- 
tomatically with the years of service with 
the company, 

The contract is made for a 20-year 
period, at the end of which time the 
agent is retired on a monthly pension, 
or a life annuity for the balance of his 
life. The contract also provides for dis- 
ability of the agent, in which case the 
company provides a regular income. In 
case of the untimely death of the agent 
his survivors also are protected with 
certain sums. In commenting on it La 
Noue Matta, agency superintendent, 





“We believe this new contract for 
agents to be the most liberal and unique 
contract in existence. It not only pro- 
vides for a good compensation during 


the first year, but also carries assurance 
of steadily increasing monthly incomes 
through the earning years of the agent 
and retires him with assurance of eco 
nomic independence for the remainder 
of his life and protectio nagainst unfore- 
seen contingencies. It is our firm belief 
that the usefulness of any man_ can be 
greatly increased in his work if he is 
assured of economic independence in the 
later years when the earning capacity of 
the average man _ necessarily is de- 
creased. It is our aim to so situate out 
agents that they may render the best 
service, free from any unnecessary Wo 
ries and cares as to the future. 
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a certain race has a good mortality but 


‘js subject to frequent and prolonged dis- 


ability claims, we must train our agents 
to sel! them life insurance and limit dis- 
ability income to such a small amount 
that it will not be a temptation. 

“Farmers have a low rate of mortality 
but a high rate of disability. Some 
companies throw the two benefits to- 
gether and hope to break even on the 
contract as a whole. Others feel that 
each form of coverage should stand on 
its own feet and that we should not de- 
liberately expose ourselves to a loss on 
disability even though we may hope to 
make a profit on mortality. Some com- 
panies which realize that the experience 
on farmers justifies an extra disability 
premium have refrained from charging it 
on account of the old bugaboo competi- 
tion. Others thave squarely faced the 
issue and are charging an extra premium 
of 50 percent for farmers, feeling con- 
fident that even on this basis the farmer 
is getting full value for his money. 

“As women are taking a more impor- 
tant place in business, they are seek- 
ing insurance protection and disability 
coverage. The experience of accident 
and health companies shows that women 
are subject to a higher rate of sickness 
and are more difficult to satisfy in a 
claim settlement. 

“Usually when a woman marries, 
there is a distinct change in her finan- 
cial status. If the disability coverage 
is continued after marriage and the 
woman is employed only at home, it is 
extremely difficult to determine whether 
disability is total, whether claim pay- 
ments should be made in the first place 
and when the disability terminates. 

“Women in business usually retire at 
an earlier age than men. 

“If disability income is granted to 








Dunham President 


H. P. Dunham, insurance commis- 
sioner of Connecticut, by force of resig- 
nations and political contingencies be- 
comes president of the National Con- 
venention of Insurance Commissioners 
and will be present at the forthcoming 
meeting of the executive committee in 
Chicago in his new official capacity. 
At the annual meeting at Rapid City, 





COL. H, P. DUNHAM 


S. D., last fall, Colonel Dunham was 
elected second vice-president. James 
A. Beha of New York was elected first 
vice-president. Mr. Beha resigned from 
ofice Jan. 1 and Col. Dunham was 
chosen to fill his place. C. C. Wysong 
of Indiana was made second vice-presi- 
dent. C. R. Detrick of California was 
chosen president. A new political line- 
up brings in another commissioner in 
alifornia so Mr. Detrick is thus out of 
two offices. Col. Dunham, therefore, 
advances one step more and becomes 


head of the insurance commissioners’ 
organization. 





women, it should be subject to some or 
all of the following restrictions: 

“1. Issue only to single women who 
leave home daily for fixed wage or 
salary and hold a position to which they 
devote their entire time. 

“2. Charge an extra premium of, say, 
50 percent. 

“3. Exclude disability occurring after 
marriage. 

“4. Exclude disability occurring after 
age 55. 

“5. Limit to $50 or $100 a month. 


Good Agents Will Do 
Selecting Themselves 


“In the selection of risks, the home 
office can exercise only a negative func- 
tion. The agent’s work is positive. If 
the agent is of the right type, he will 
bring in good business and only a small 
pronortion will have to be rejected. In 
life insurance, this is important. In dis- 
ability, it is almost vital. We need an 
agent who secures his business from 
men with the right character, earning 
power and business ethics. The best 
safeguard on ‘moral hazard’ lies in good 
selection at the source by the agent. 

“The medical director must cooperate 
with the claim department. Under 
some clauses you must decide whether 
the disability is ‘permanent.’ Under the 
new standard clause you need not worry 
about permanency. That is covered by 
the mere lapse of time—four months. 
The questions to answer are, ‘Is the dis- 
ability total? Is there any suggestion 
of fraud?’ 

“As medical directors you have an 
obligation to determine when the dis- 
ability ceases. Should you not go one 
step further and watch for an opportu- 
nity to encourage recovery? If the in- 
surd is not securing the right medical 
treatment or if an operation would prob- 
ably be helpful, can you not tactfully 
suggest that he get in touch with a spe- 
cialist or that he enter the right type of 
hospital? 


Cooperation Needed 
for Future Practice 


“When disability was introduced, its 
opponents said the .coverage was so 
limited that we would never pay enough 
in claims to make the benefit worth- 
while. That difficulty has been over- 
come. The extent of the coverage will 
soon be determined by the ‘Standard 
Provisions.’ The actuaries are working 
on two problems—premiums and re- 
serves. 

“As medical directors you have an im- 
portant part in four problems: 

“1. Should the application 
proved? 

“2. Should the claim be approved? 

“3. Has the claimant recovered? 

“4. Can the company facilitate re- 
covery by suggestion an operation or 
different treatment? 

“Much has already been accomplished. 
By working together, we can safeguard 
the companies and furnish the public 
with adequate protection for prolonged 
disability.” 


be ap- 





Observe 29th Anniversary 


Agents of the Atlantic Life are mak- 
ing a special drive for business this 
month in celebration of the company’s 
29th anniversary. The company hopes 
to make it the greatest May anniversary 
campaign in its history. 





Penn Mutual Meeting 


The General Agency Association of 
the Penn Mutual Life will hold its an- 
nual meeting at the Greenbrier hotel, 
White Sulphur Springs, W. Va. May 
28-30. 


First Quarter a Record Breaker 


The Guardian Life closed the first 
quarter of 1929 with 15.3 percent in- 
crease in new paid-for business over 
the same period last year. In all three 
months of this year, new records were 
established for the month in submitted, 
issued and paid production. 











Whatever Your Life Insurance Needs 
There is a JOHN HANCOCK POLICY to Fill Them 


E IT for personal or business protection, or for home 

and family, with settlement of the proceeds by lump 
sum or by instalment or income payments. Annuity con- 
tracts in various forms. Total Disability and Double In- 
demnity issued. 

Special policies covering Partnership Agreements, 
Funds to guarantee a College Education, to provide Be- 
quests, to cover Mortgages, Inheritance Taxes and Estate 
Shrinkage—thus making certain the carrying out of al- 
most any program involving Life or Money values. 

Group insurance has been issued since 1924. The Com- 
pany now issues Wholesale and Salary Deduction insur- 
ance, to which was added in 1928 Group Accident and 
Sickness insurance, and Group Accident and Dismember- 
ment insurance. 

Investments are of high quality, carefully distributed 
as to farm and city mortgage loans, public utilities, govern- 
ment bonds and railway securities. 

Dividend payments are at the highest scale in the Com- 
pany’s history. There has been a general reduction in 
annual cost to policyholders during the past seven years, 
while in the same period the Company has doubled its out- 
standing insurance and financial resources. 


Surplus over all Liabilities, $38,667,784 
Reserves, $447,834,175; Other Liabilities, $9,669,748 
Total Assets, $496,171,707 





Lire INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 




















Let Us Convince You 


If you are a good producer it follows 
that you are competent to manage and 
build up a prosperous general agency. 
All you may need is a real opportunity 
and that is just what we have to offer 
you, either in your state or in adjacent 
states. If you will let us explain, we 
will convince you. Drop us a line. 
We also need supervisors 
in the following states: 
Illinois 
Michigan 
Indiana 


THE BANKERS RESERVE 
LIFE COMPANY 


Home Office: Omaha, Nebraska 
Business in Force $125,000,000.00 


























18 


THE NATIONAL 


UNDERWRITER 





May 


3, 1929 























THE NATIONAL UNDERWRITER 


LIFE INSURANCE EDITION 











Cincinnati and New York. EDWARD 
GEMUTH, Sucretary; HOWARD J. B 
H. E. WRIGHT 

} LON, Southwestern Mgr. 


PUBLICATION OFFICE, 
ev aare OFFICE, 420 E. Fourth St., 


NEW YORK OFFICE 

| 80 M sv rae Lens, Tel. John 1032 

W. W. DAR E&stern Manager 
GEORGE A. RV ATSON, Associate Editor 

CHESTER C. INASH, JR., Associate Editor 


- Fourth National Bank Building 
W. J. SMYTH, Resident Manager 


Published every Friday by THE Se RATIONAL Am UNDERWRITER COMPANY, Gin o, 
RRIDCE. Vice-President and 
and NORA VINCENT PAUL, Vice-Presidents; WILLIAM A. AN- 
GEORGE C. ROEDING and O. E. SCHWARTZ, Asso. Mgrs. 


Cc. M. CARTWRIGHT, Managing Editor 
RANK A. POST, Associate Editor 
Insurance Egenenee. CHICAGO. 
Telephone Main | 5781, RALPH E. RIC 
SMITH, Statistician; ABNER THORP, JR.. Life 


NORTHWESTERN OFFICE, DES MOINES 
313 lowa Nat'l Bank Bidg 


SOUTHEASTERN OFFICE—ATLANTA, GA. 


SAN FRANCISCO OFFICE 
105 Montgomery Street, Tel. Kearny 3399, FRANK W. BLAND, Resident Manager 


Entered as Second-class matter June 9, 1900, at Post Office at Chicago, Ill., Under Act March 3, 1879 


EMUTH, President; JOHN F. ce 


neral a 
sc 


—— 


Telephone Wabash 2704 
HMAN, Manager, 
Service Dept. 





Tel. Market 3957 
. DEMPSEY, Resident M anager 


DETROIT OFFICE 
848 Book Building, Tel. Cadillac 0004 
Oo. M. KOENIG. Resident Manager 

















Subscription Price , $3.00 a year; in Canada, $4.00 a year. le Copies 15 ce: 
In Combination with The Nations] Underwriter (Fire and Casualty) $ art 





50 Oayear. Canada $7.50 





**‘Did You?’’ 


In New York City there is a life office 
which has doubled its business in four 
years, practically reaching the $40,000,- 
000 mark last year and certain to go 
well over that this year. It credits 
much of its progress to a certain item 
of the office system which affects all 
men, new and old, and _ constantly 
checks their actual progress. This office 
is the J. Extiorr HALt agency of the 
Penn Mutuat Lire, The item in its 
program which has proven so impor- 
tant is what is known as the “Did You” 
card. It is now known throughout the 
PENN Mutua Lire agency organization 
and to many others, for its value has 
been demonstrated and this, as in the 
case of many of Mr. Hatv’s ideas, has 
become standard beyond the confines of 
his own office. 

‘Did You” is the caption of the card 
which every man in Mr. HALtv’s office is 
given before he writes his first case— 
throughout his connection with the 
office. It is a simple card, referring to 
the case at a time and listing the actual 
developments on it. There are several 
pointed questions, citing each phase of 
the case, from first approach to close— 
if the agent went that far. And from 
it the agent can tell at a glance just 
where he fell down. Furthermore, by 
checking the totals of such cards, it 
soon becomes apparent where the agent 
is weak in his general work, whether 


he is falling down consistently on ap- 
proach or close or what not. For the 
careful agent it is an invaluable check 
on the work. But for even those who 
are not so careful or perhaps such keen 
analysts, there is a further check, even 
more valuable. These cards are filed 
daily with the general agent and thus 
the office has a check on each man in 
the organization and the group as a 
whole. It can quickly tell just where 
each man or all of the meén_ need 
strengthening and the agent—or the 
agents—can be called into conference 
for a serious and intelligent discussion 
and answer to that provoking question, 
“Did You?” 

This is an excellent system and one 
that is growing in vogue in all life 
offices. No agent can intelligently study 
his work or develop into future great- 
ness if he does not know just where 
each step is taking him. And those 
who become discouraged with the busi- 
ness because they have not quickly 
forged to the front, could easily over- 
come their discouragement, if they 
would make some such record and check 
to know their own weaknesses. It is 
a reasoning process and those who do 
not follow some such precise check, but 
rely only on their opinions and hunches, 
have no reason to be surprised if others 
pass them along the road that leads to 
success. 


Commendation for the Agent 


Joun C. Rem, vice-president and gen- 
eral manager of the THree MINUTE 
CereALs Company of Cedar Rapids, Ia., 
is a believer in life insurance. He car- 
ries a large amount himself and has a 
high opinion of life insurance salesmen. 
It gives a life insurance man a thrill 
to have a man like Mr. Remy come out 
voluntarily and speak of the construc- 
tive work that the life insurance sales- 
man is doing. Mr. Rem said: 

“After providing sustenance and shel- 
ter, the first consideration of a man 
for his family, and himself, should be 


provision for old age and the education 
and opportunity of his children, should 
he die before that is consummated. 

“These things can best be done by 
the early and frequent purchase of life 
insurance to the fullest capacity of his 
ability to pay. Luxuries should be dis- 
pensed with in favor of life insurance 
during a man’s earlier years. 

“If this be true, and all experience 
and statistics prove that it is true, then 
the profession of selling life insurance 
becomes one of the finer and nobler 
efforts of mankind.” 


Use of Intimate Knowledge 


A LIFE insurance salesman who is render- 
ing the fullest service and is sincere and 
conscientious in what he does becomes 
very intimate with his prospect. He 
is talking to him about the most per- 
sonal thing of his life. In order to give 


intelligent advice it is necessary for the 


prospect to unfold information that or- 
dinarily is closed to the world. The 
life insurance man therefore should be 
able to make use of this confidential 
knowledge that is obtained and apply it 
to the most effective use of the prospect, 
for the prospect’s good. 








PERSONAL SIDE OF BUSINESS 











Bertrand L. Gulick, Jr., who has been 
appointed general agent of the Mutual 
Benefit Life at Trenton, N. J., is a grad- 
uate of Syracuse University, where he 
was a football player. He became inter- 
ested in life insurance while in college 
and then kept up the work. He has been 
located at Princeton, N. J 


C. A. Edmundson, district manager at 
Flint, Mich., for the Detroit agency of 
the Mutual Life of New York, carried 
away Manager Ballou’s prize specimen 
of Chinese pheasant, which has adorned 
his desk since the shooting season of 
1927. Mr. Edmundson was promised 
the bird as a prize if he would pay for 
$100,000 of business in April. Having 
qualified by paying for $140,000, he came 
in and claimed the bird. 


Miss A, V. Bowyer, correspondent of 
THe NATIONAL UNDERWRITER and execu- 
tive secretary of the San Francisco Life 
Underwriters Association, spoke over 
radio station KPO on Monday on the 
part courtesy plays in street and high- 
way safety. Miss Bowyer is past presi- 
dent and chairman of the safety com- 
mittee of the Cooperators Club of San 
Francisco and has taken an active part 
in both industrial and street and high- 
way safety in California, being at pres- 
ent a member of the safety conference 
of the California Development Associa- 
tion, under whose auspices’ the talk was 
given. She has written a number of 
articles on the subject and has appeared 
before several clubs in connection with 
this work. 

In announcing the appointment of 
E. Forrest Mitchell as insurance com- 
missioner of California, Governor 
Young points out that “Mr. Mitchell 
has already had an experiencé of 12 
years in the office of the insurance com- 
missioner and I feel that he is therefore 
more than ordinarily well prepared for 
the work.” 

Prior to his appointment as commis- 
sioner Mr. Mitchell was secretary of the 
state highway commission and two 
years ago was manager of Governor 
Young’s campaign. Previously he had 
served as deputy insurance commis- 
sioner for a number of years. 


Fred A. Weiner of the Equitable Life 
of New York, treasurer of the Cleve- 


land Life Underwriters Association, is 
gradually recuperating from a recent 
operation. Mr. Weiner is now home 


and able to be up about the house. 


Russell O. Hooker, actuary of the 
Connecticut insurance department, was 
guest of honor at a banquet given at 
the University Club last week, by the 
male employes of the department. Mr. 
Hooker will be married to Miss Ger- 


trude Elise de Mouilpied Brouard of 
Outremont, Ore., at Montreal. Com- 
missioner Howard P. Dunham was 


toastmaster. 


Charles S. Jobes, chairman of the 
board of the Business Men’s Assurance, 
celebrated his 67th birthday anniversary 
this week. Mr. Jobes has been promi- 
nent in banking circles in Kansas City 
for many years, being president of the 
American National Bank and vice-presi- 
dent of the Pioneer Trust Company. 
He later became associated with the 
B. M. A. and is active in that company. 


Abner E. Werkhoff, 65, president of 
the Lafayette Life and one of the most 
prominent business men of Lafayette, 
Ind., died in a hospital there following 
an illness of three months. Mr, Werk- 
hoff had been suffering with what a 
post mortem disclosed as stomach ulcers 
and had been confined to his bed much 
of his time during the last three months. 
He then suffered an attack of appendi- 
citis, induced by a hemorrhage from the 








WERKHOFF 


A. E. 


April 11 underwent an op- 
removal of the appen- 
but later suffered a re 


ulcers and 
eration for the 
dix. He rallied, 
lapse. 

He had been president of the, Lafay- 
ette Life since 1916. In 1905 he was 
active in the organization of the com- 
pany and was its first vice-president, 
serving in that capacity until becoming 
president. The company showed a 
steady growth and development under 
his management. He was born in Hol- 
land but came to this country 60 years 
ago with his parents, settling at once 
in Lafayette. 

Charles B. Whetstone, registrar for 
the Northern Life of Seattle, died very 
suddenly in Los Angeles from pneu- 
monia while on a tour of the company’s 
branch offices. Mr. Whetstone was well 


known as an amateur sportsman and 
golfer. 
Thomas J. Hammer, director of 


agency service of the Protective Life of 


Birmingham, has returned to his office 
after a serious illness of nearly two 
months. 


William Long, one of the managers 
of the south Mississippi district of the 
Lamar Life, was married to Miss Mary 
Lynn Jones of Gallman, Miss. Mr 
Long with his father is a member of 
the firm of Long & Long of Hazlehurst, 
headquarters of the general agency. He 
is a graduate of the University 
Mississippi. 


William W. Harricon, agency director 
for the central Indiana office of the New 
York Life, rounded out 25 years of 
service with the company May 1. In 
successive stages Mr. Harrison became 
a clerk, cashier, organizer and then 
agency director. He has been in the 
Indianapolis office for the last ten years. 
Prior to that he was connected with 
the Detroit office. 


John R. Hardin, president of the Mu- 
tual Benefit Life, is expected back from 
a trip abroad next Wednesday. 


Mrs. L. F. Beymer, assistant secre- 
tary of the American Life Convention. 
who has resigned to become head o 
the western department of the “Weekly 
Underwriter” of New York, left this 
week for New York City to remain 4 
month or so at the head office of the 
publication. 


Dr. S. S. Huebner, professor of i™ 
surance and commerce at the Univer- 
sity of Pennsylvania and dean of the 
American College of Life Underwrit- 
ers, was selected one of the two most 
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popular professors at the university in 
vote of the more than 600 members of 
the University of Pennsylvania senior 
’ . 
ciass. 


Agents of the Herman Hintzpeter 
agency of the Mutual Life of New York 
in Chicago gave Mr. Hintzpeter a testi- 
monial banquet on Wednesday evening 


this week in honor of their chief’s com- 
pleting 40 years of continuous service 
with the company. He joined the com- 
pany 40 years ago on May 1. He has 
built one of the largest agencies in the 
country in point of paid-for production. 
For the last seven months the agency 
has paid for in excess of $2,000,000 of 
business each month. 








LIFE AGENCY CHANGES 














PRUDENTIAL HAS NEW AGENCY 





John A. McNulty Takes Charge of 
the New Office in Times 
Square District 





A new unit in the ordinary field of 
the Prudential will be known as the 
Times Square Ordinary Agency, located 
at 1440 Broadway, New York, and will 
be in charge of Manager John A. Mc- 
Nulty, one of the most successful of 
the Prudential’s field representatives. 

Manager McNulty is a graduate of 
West Point, class of 1920, and on Sept. 
7, 1922, after resigning from the army, 
he was appointed a special agent on 
the staff of the late C. A. Foehl, man- 
ager of the New York ordinary agency. 
He specialized in writing insurance on 
the lives of army officers and was dis- 
tinctly successful in this field. 

The new manager is one of the 
youngest men ever appointed to that 
responsible Prudential position. His in- 
terest in the life insurance business is 
further evidenced by the fact that he 
was a member of the first class taking 
the life insurance course in New York 
University, from which he was grad- 
uated in 1922. 





A. M. Kessenich, M. E. Wheeler 


A. M. Kessenich, formerly with the 
Equitable Life of New York, has been 
appointed agency supervisor for the 
Minneapolis branch of the Missouri 
State Life. Mr. Kessenich is a graduate 
of the University of Wisconsin, where 
he starred for several seasons as quar- 
terback on the football eleven. Mark E. 
Wheeler, whom Mr. Kessenich suc- 
ceeds, has been promoted to state man- 
ager of the Missouri State Life in South 
Dakota, 


J. H. Corbett, E. H. May 


The Phoenix Mutual Life has ap- 
pointed John H. Corbett and Edwin H. 
May joint supervisors in charge of its 
home office agency. The former man- 
ager, Col. D. Gordon Hunter, was re- 
cently promoted to agency manager of 
the company. 

Mr. Corbett has been a personal rep- 
resentative in the company’s ranks. He 
is a graduate of Hillsdale college. Mr. 
Corbett did organizing and directing Y. 
M. C. A. work in various cities before 
going to the Phoenix Mutual in 1926 as 
a member of the home office agency in 
New Haven. 

Mr. May is a nativé of Hartford. He 





DENVER CHANGE ANNOUNCED 





James Teeters of Indianapolis Succeeds 
J. O. Heath as Bankers Life 
General Agent There 





The Bankers Life of Des Moines an- 
nounces the resignation of J. O. Heath 
as agency manager at Denver and the 
appointment of James Teeters of the 
Indianapolis agency to succeed him. Mr. 
Teeters wilt arrive in Denver about May 
15 to take up his new work there. 

Mr. Heath’s resignation, occasioned 
by a desire to move to southern Cali- 
fornia, terminates a service of almost 
four years as agency manager at Den- 
ver, but does not terminate the Bank- 
ers Life career that he began in 1920 
as regional sales manager. When he is 
established in his new California home, 
Mr. Heath plans to take up the Bank- 
ers Life rate book. 

Mr. Teeters became a Bankers Life 
salesman in January, 1918, and has since 
become an outstanding producer of the 
Indianapolis agency and has also given 
a splendid account of himself as am or- 
ganizer. He won membership in the 
Gold Medal Club in 1923, 1924 and 1926. 
In 1924 and 1927 he was a member of 
the $500,000 Club, and last year his 
splendid conservation work won him the 
second vice-presidency of the Fieldmen’s 
Conservation Club. Recently he has 
served the agency as agency supervisor. 


Paul C. Otto and H. C. Remien 


The partnership of Otto & Remien, 
general agents of the Connecticut Mu- 
tual Life at Grand Rapids, Mich., has 
been dissolved. Paul C. Otto has been 
transferred to Davenport, Ia., as general 
agent. Herbert C. Remien continues 
personally as general agent retaining of- 
fices in the Grand Rapids National Bank 
building. 





H. W. Benoit, S. N. Randall 


William B. Phelps, manager of the 
life, accident and group department of 
the Boston office of the Travelers, at 
147 Milk street, announces the addition 
of two new assistant managers in his 
department. 

Harry W. Benoit, for the past 10 
years assistant manager of life, accident 
and group at Montreal, has been pro- 
moted to the Boston office. The other 
assistant will be Sidney N. Randall from 
the Syracuse, N. Y., branch. 


M. H. Holliday 








attended the University of Maine. He 
has had more than 10 years’ experience 
im organization work in another large 
company. The new headquarters of 
both Mr. Corbett and Mr. May will be 
at the Phoenix Mutual home office in 
Hartford. 





E. L. Woodruff 


E. L. Woodruff has been appointed 
general agent for the Manhattan Life in 
San Francisco. Mr. Woodruff succeeds 

V. Collins, manager, who resigned 
to become state supervisor of the Old 
Line Life. 

Mr. Woodruff has had ten years’ ex- 
perience with the Aetna Life, resigning 
the position of agency supervisor to 
aed the general insurance business with 

son, the agency being known as E. 
L. Woodruff & a ie 
The Manhattan Life has moved to 


M. H. Holliday of Hazard, Ky., has 
resigned as editor and manager of the 
Hazard “Leader” and will re-enter the 
insurance business as general agent for 
eastern Kentucky for the Inter-South- 
ern Life. 





J. W. Tilton 


J. W. Tilton, former eastern Kentucky 
manager for the Ohio State Life, has 
been made supervisor of the Kentucky 
agency for the LaFayette Life, with 
state offices in Lexington, Ky. Mr. 
Tilton previously represented the Peoria 
Life and the Interstate Business Men’s. 


Thomas H, Wall 


Thomas H. Wall of Ashland, Ky., 
has been appointed general agent for 
eastern Kentucky and a portion of 
southeastern Ohio for the Pacific Mu- 














larger offices in the Monadnock building. 


tual Life. He has taken over the man- 
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Shields 


(Advertisement I of a series) 


In ancient times the shield, used as defensive armor, 
“protected the body’”’ and “secured from danger’”’ 
those gladiators who were called to defend their 
homes. Although aggressiveness was recognized as 
a factor of warfare, defense was also important or 
the shield would never have come into prominence. 


Today the shield trade mark has been adopted by 
The National Life and Accident—symbolical of the 
protection and security, National Life and Accident 
policies can bring to present day homes. 


Representatives of this organization find it profit- 
able to wear the “‘Shield’”’ Button. 


It pays to be a Shield Man! 


Interesting information concerning the advantages of becoming 
Shield Men will be sent upon request. 
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Income at 75 . 
Instead of Ordinary Life 


Many men outlive their ability to pay pre- 
miums and also their need for life insurance. 
What they need is provision for their last years. 


Insurance to age 75 and a life income there- 
after costs little more than ordinary life. Sim- 
ilar contracts mature at age 50, 55, 60, 65 and 70. 


Your clients should know about them. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 





SALARY 


AND 


TRAVELING EXPENSES 


TO THE MAN 


who can make Bank connections and 
establish good working relations for 
our Special Representatives. 


If you have never had experience 
working with the Local Banker, you 
-won’t do. 


If you can get his co-operation—sell 
him our plan—there is a good posi- 
tion waiting for you with the 


AMERICAN NATIONAL 
ASSURANCE CO. 


O. L. HOLLAND, President 
3719 Washington Blvd., St. Louis 

















agement of the Robert L. Coleman 
Agency in Ashland and will have his 
offices in the Ashland National Bank 
building. 

A meeting of the agents was held last 
week to discuss plans for development. 
Vice-president Arthur C. Parsons was 
present. 


H. G. Coffman, W. A. Cornette 


The Atlantic Life announces the ap- 
pointment of H. G. Coffman as general 
agent at Ashland, Ky., and of W. A. 
Cornette as general agent at Louisville. 
Mr. Coffman is an experienced life man 
and is a brother of Stanley Coffman, 
general agent at Columbus, O., for the 
Connecticut Mutual. His territory will 
include eastern Kentucky. Mr. Cornette 
was formerly with the National Life of 
Vermont. His territory will include a 
number of outlying counties in addition 
to Louisville. 


C. F. Adams 


L. Seton Lindsay, second vice-presi- 
dent of the New York Life, while in 
Des Moines last week, announced the 
appointment of C. F. Adams as agency 
— of the Des Moines branch of- 
ce. 

The appointment was made at a 
luncheon of the company’s agents, 
which was attended by representatives 
from several Iowa cities. Mr, Adams 
succeeds the late D, W. Corley, who 
had been with the company 40 years 
and died early in January. 

Mr. Adams has been with the com- 











pany 26 years, 15 of .which he served 
as assistant to Mr. Corley, in the Des 
Moines office. 

O. R. Carter, supervisor at large, who 
went to Des Moines to represent the 
company after Mr. Corley’s death, will 
continue to make his headquarters i: 
the city. He will continue to supervis 
Iowa branches and those in neighbor 
ing states. 


1'o- 





J. N. Flowerman 


J. N. Flowerman has been appointed 
general agent for the Fidelity Mutual 
Life in northern New Jersey, with 
headquarters at Newark. Mr. Flower- 
man was formerly an assistant agency 
manager for the Equitable Life of New 
York on the New Jersey west coast. 


A. S Reed, U. G. Gruver 


A. S. Reed and U. G. Gruver of Ce- 
dar Rapids, Ia., for many years special 
agents for the Northwestern Mutual 
Life, have ‘been appointed general 
agents for eastern Iowa for the Mis- 
souri State Life. They have estab- 
lished offices in the Security Bank 
building. J. R. Treichler will be asso- 
ciated with the firm. 








Bywaters & Co. 


The Sentinel Life of Kansas City has 
appointed Bywaters & Co. of Dallas, 
Tex., general agents for that territory. 
Joe K. Bywaters and B. A. Bywaters 
are the active heads of the ‘business 
and have a well established agency, han- 
dling various lines of casualty business. 








EASTERN STATES ACTIVITIES 














HONOR SYRACUSE VETERANS 
Dinner Given to Ten Equitable Agents 
Whose Term of Service With 
Company Totals 299 Years 





SYRACUSE, N. Y., May 2.—A 
unique “service dinner” was held here 
last week to honor ten members of the 
Syracuse agency of the Equitable Life 
of New York. The combined length of 
active service represented by the ten 
agencies covers a span of 299 years. 
W. L. Boyce, agency manager, spon- 
sored the dinner. 

A congratulatory letter was received 
by the “old guard” from Vice-President 
Frank L. Jones praising their faithful 
work. The dean of Syracuse underwrit- 
ers is George E. Brainard, who has 
served the company continuously for 42 
years. The veterans assembled ranged 
from 42 years of service down to 20 
years, 

Frank B. Runyon, superintendent of 
agencies, and William J. Cummins, 
assistant manager of the E. A. Woods 
Company agency of Pittsburgh, at- 
tended the dinner. In his compliment- 
ary address to the veterans, Mr. Boyce 
stressed the growth in dignity of the 
underwriting counsellor, and commented 
on the opportunities which the business 
holds for all men, whether young or 
old. Unlike most businesses, the para- 
mount question is not “How old are 
you?” but “How good are you?” 

The people who were feted and their 
length of service follow: G. E. Brain- 
ard, 42 years; F. P. Allen, 37; G. F. 
Patch, 40; A. M. Lovier, 27; L. A. 
Klock, 27; J. F. Caplise, 21; Frank Han- 
son, 20; Horton Wheeler, 20; H. M. 
Robinson, 20; W. A. Stockwell, 20. 


ALLEN’S DEATH GREAT 
LOSS TO BALTIMORE 





When Franklin G. Allen, for many 
years general agent of the Connecticut 
Mutual Life in Baltimore, died there re- 
cently, the life insurance fraternity of 
Baltimore lost one of its most progres- 
sive organizers. In 1909 Mr. Allen went 
to Baltimore from Chicago, and with 








Gordan Ramsey formed the partnership 
of Ramsey & Allen to represent the 
Connecticut Mutual. 

Mr. Ramsey, after a few years, left 
Mr. Allen to become superintendent of 
agencies with the Canada Life, and from 
1913 until his death Mr. Allen was ac- 
tually in charge of the agency. 

An idea of the progressiveness and 
forceful personality of the man can be 
gained by a comparison of the business 
of 1914, when the agency was paying 
about $400,000 a year and had only 
four or five full-time agents, as against 
the figures of 1924, when in the 10- 
year period the business had increased 
to $3,800,000 and had 18 full-time 
agents. 

In the newspaper account of his 
death it was emphatically stated by 
members of his family and friends that 
in their belief it was an accident, as 
there was no possible cause for suicide. 


LICENSE CHANGE PLEASES 
COMPANY MEN AND AGENTS 





PHILADELPHIA, May 2. — Gov- 


ernor Fisher’s action in signing the 
Norton amendment stipulating that 
agents licensed prior to April, 1924, do 
not have to take any further examina- 


tion in order to represent other com- 
panies, was hailed with much pleasure 
by agents and company men alike. 
The signing of the bill is expected to 
mean an intensive cultivation of Penn- 
sylvania in the immediate future. Some 
companies practically discontinued all 
field work in the state the past year but 
the amending of the examination law, 
which eliminates much of the costly ex- 
pense of cultivation work, is expected to 
find field men back on the job again. 





Atlantic Life in New Jersey 


The Atantic Life has entered New 
Jersey and is now shaping plans jor de- 
velopment of that state. 


Pittsburgh Agency Expands 


The offices of the Pittsburgh agency 
of the Massachusetts Mutual Life ate 
moved from the 19th floor of the Oliver 
building to the 15th floor. The neW 
offices will occupy the entire Sixth ave 
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nue wing and will be compact, 
and efficient. The Pittsburgh agency 


cosy | has had a remarkable growth. 


It now 
| occupies fourth place among all Mass- 


under General Agent Henry W. Abbott | achusetts Mutual agencies. 
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DISCUSS SECURING OF AGENTS 





Methods of Training New Men Also 
Taken Up by Mutual Life District 
Managers at Milwaukee 





MILWAUKEE, May 2.—Developing 
agents and training and fitting new 
agents to a particular phase of the insur- 
ance business was discussed by district 
managers of the Mutual Life of New 
York, meeting in Milwaukee under Gif- 
ford T. Vermillion, manager. The value 
of cooperation and of agency meetings 
were points discussed by the district 
agents, as well as ways and means of 
obtaining new agents. 

It was brought out that new repre- 
sentatives can best be obtained through 
agents already with the company. The 
second best means for obtaining agents 
is personal solicitation; the next best 
through friends, and the least effective 
through correspondence with folicy- 
holders and circular letters. 

The field club of the Wisconsin and 
upper Michigan agency also held its 
meeting here Friday. Speakers included 
Manager Vermillion, Joyce A. Thomas, 
agency organizer; P. G. Gibson, in- 
structor of city agents; Harry A. Pierce, 
agency cashier; Dr. O. E, Lademan, 
medical referee, and Milton A. Freedy, 
insurance commissioner of Wisconsin. 





Ballou Agency’s Drive 


The A. P. Ballou agency of the Mu- 
tual Life of New York in Detroit has 
been engaged in a drive for new busi- 
ness in honor of the president and vice- 
president of the company, who will at- 
tend the $250,000 Field Club conven- 
tion in Detroit, May 23-24. 

In this drive, each application repre- 
sents a star opposite the name of the 
agent, and the object of the contest is 
to make the entire agency an all-star 
cast. The agency shows a marked im- 
provement, having written to date this 
year 718 applications for $5,033,000, as 
against 591 applications for $4,043,000 
for the same period last year. 





Van de Walker Is Speaker 


H. E. Van de Walker, state man- 
ager for the Peoria Life in Michigan, 
spoke to the agents of Massachu- 
setts Mutual agency of John W. Yates 
in Detroit, at their regular weekly meet- 
ing last week. 





Harrison in Ohio 


| necessary, it was pointed out, 


coupons. The governor holds that such 
an arrangement would be _ unsatisfac- 
tory, as it would delay the state if it 
ever desired to look over the securities 
or do anything with them. It would be 
for the 
state treasurer to visit the bank in which 
the papers were filed, and perhaps a 
court order would be necessary before 
the bank would permit him to do so. 


Qualification Law Effective Soon 


The agency qualification law will be- 
come effective in Indiana as soon as 
the printed copies of the new statutes 
have been issued by the governor and 
it is expected that this will be done by 
May 15. Agents who are licensed up 
to the date of issue will continue under 
the old law and their licenses will re- 
main effective until the end of the year. 
Heretofore solicitors and brokers were 
not required to be licensed, but under 
the new law they will be. The fee for 
an agent's license is $3; for a solicitor, 
$2, and for a broker, $10. Commis- 
sioner Wysong is having printed the 
application blanks that will be used and 
after the law is effective its provisions 
will be strictly enforced. 


New Michigan Code Passed 


The Michigan legislature has passed 
the revised insurance code. The senate 
has agreed to the house amendment and 
the bill awaits the governor’s signature. 
The new code gives the commissioner 
much wider discretion in licensing 
agests and in regulating companies, The 
investment laws have also been mod- 
ernized. 

Life companies are most affected by 
changes in the group law, although the 
law affecting mutual life, health and 
accident carriers is rewritten. The 
group law is extended to take in aggre- 
gations such as labor unions and or- 
ganizations of mail clerks in which no 
strictly employer-employe relation ex- 
ists. The premium basis for group cov- 
erages is also made variable according 
to experience, upon approval of the 
commissioner of insurance. 








Lovelace Conducts School 


More than 100 agents of the New 
York Life, under U. D. Ward, agency 
director of the Wisconsin branch office, 
met in Milwaukee last week to partici- 
pate in a series of educational confer- 
ence meetings conducted by Griffin M. 
Lovelace, third vice-president. Mr. 
Lovelace took up the subject of “Sales- 
manship,” as applied to insurance. 





William H. Harrison, vice-president 
and superintendent of agencies of the | 
Atlantic Life, planned to visit_ Toledo. | 
Cleveland and other points in Ohio this | 
week in connection with plans of the | 
company to develop that state more in- 
tensive! 





Income Life Starts 


Tt necome Life of Chicago, which 
has been licensed by the Illinois depart- 
men mes under the assessment act. 
lhe incorporators are Morris Umanski, 
Saul lachs, Martin S. Gordon, J. H. 
ourwell and Saul Kersten. 





Security Deposit Bill Vetoed 


Governor Cooper of Ohio has vetoed 
passed by the general assembly 
would permit insurance com- 
nd other business organizations 


curities and bonds with the 
State to leave them with some con- 
venient bank or trust company, which 
would be named as trustee. It is un- 


derstood that the purpose of the bill 
Was to make it more convenient for the 
Owners of the securities to clip the 














MISSOURI VALLEY 


COOK & HAGGERTY MEETING 














General Agents of the Montana Life 
Had Their Salesmen in for 
Conference 





Cook & Haggerty of Bismarck, N. D., 
general agents of the Montana Life, 
held an agency meeting. The Provident 
Life of Bismarck extended the facilities 
of its home office to the Montana Life 
people. R. E. Whitesel, agency super- 
visor of the Northwestern National Life, 
made a_talk. State Insurance Commis- 
sioner S. A. Olsness was a guest at the 
banquet and made a talk. Judge A. M. 
Christianson was a banquet speaker. He 
commended the insurance laws, saying 
that they make companies safe. C. C. 
Hoskin, agency superintendent of the 
Provident Life, spoke at one of the 








A Happy Choice 








N considering a life insurance career, 
| one may be somewhat in doubt as to 
which company to choose. As a man 
looks carefully over the life insurance 
field, he sees a number of institutions 
with which any agent might feel proud 
to be associated, but we do not believe 
that he can find a company more worthy 
of his confidence and esteem than the 











MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 
More than a Billion and Three-Quarters of insurance in force 











business sessions. A. J. Clemo, secre- 





WANTED— 
A MAN! 


Possessing the following qualifications: 


AGE 35 or over, seasoned and a pro- 
ducer. 

THREE years of life insurance experi- 
ence. . 
Must be personally acquainted with at 

least 25 life agents. 


TO HIM— 
WE OFFER 


—The Highest commission for low cost 
participating insurance. 

—The services of an experienced field man, 
to help him in the field, appointing 
sub-agents, giving sales helps and to 


“PUT HIM OVER” 
Over $100,000,000 in Force 


We are particularly interested in Pennsylvania men. 
Write fully. We will not check references until after 
interview. 


Address K96, care The National Underwriter 
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tary of the Montana Life, gave a talk. 
J. H. W. Fisher, general agent of the 
Montana Life in the Red river valley 
district at Fargo, spoke. R. E. Whitesel 
not only spoke at the banquet but told 
about his experience in insurance sales- 
manship. Attorney General James Mor- 
ris spoke ati the first session. F. L. | 
Conklin, secretary of the Provident Life, 
talked on “The Agents’ Responsibili- 
ties.” Mr. Hoskin from the Provident 
Life also spoke at the first session, as he 
did later. Cook & Haggerty have a 
fine growing agency at Bismarck. 


Fisher Agency Meets 


H. M. Holderness, superintendent of 
agencies of the Connecticut Mutual Life, 
held a one-day sales congress with 
members of the Claude Fisher general 
agency in Des Moines last week. Forty 
members of the agency attended the 
meeting and banquet. Clyde Doolittle, 
trust officer of the Des Moines National 
Bank, and Mr. Holderness were speak- 
ers at the dinner, 





Kansas City Trust Institute 
The General Agents & Managers 
Club of Kansas City, in conjunction 
with the Commerce Trust Company, is | 


conducting a life trust institute, with 
meetings every Monday night for 


12 | 
weeks. The course, which is given by | 
Oliver J. Neibel, assistant trust officer | 
of the Commerce Trust Company, was | 
the outgrowth of a life insurance trust | 
publicity program put on by the bank. | 

Herley Daily, general. agent of the | 


Connecticut Mutual, and Herbert 
Hedges, general agent of the Equitable 


of lowa, are the committee from the 
general agents’ club in charge of the 
arrangements for the course. The 


rollment of 60 includes 25 genera! 
agents and the rest large producers and 


educational directors. 


Pass Salary Increase Bill 


The Missouri senate with but two dis- 
senting votes passed a bill to increase 
the salaries of the superintendent of the 
Missouri insurance department and his 
chief deputy. The measure has been 
sent to the house for consideration. 

The house passed a bill giving the 
superintendent of insurance authority to 
revoke the licenses of Missouri insurance 
agents for certain causes. The insurance 
department now has the right to revoke 
the licenses issued to insurance brokers, 
but does not possess the same jurisdic 
tion over agents once they are licensed 
by the department. 


Lindsay at Des Moines 


Forty agents of the New York Lif 
in the Des Moines territory honored 
Vice-President L. Seton Lindsay at a 
luncheon last week. 

Speakers at the 
Mr. ‘Lindsay, O. R. 
at large, and C. F. 
ganizer. 

On Saturday Mr. Lindsay conducted 
a division meeting of the central depart- 
ment, which includes Waterloo, Omaha, 
Sioux City, South Dakota and Des 
Moines. 


luncheon included 
Carter, supervisor 
Adams, agency or- 











IN THE SOUTH AND SOUTHWEST 








START NEW TEXAS COMPANIES 


Corpus Christi Mutual Life Changes | 
Name—Charters for Four New 
Concerns Filed 


AUSTIN, TEX., May 2.—After ap- 
proval by Brann Fuller, assistant attor- 
new-general, charters of four mutual life 
companies, which will operate on a legal 
reserve level premium basis, were filed 
in the insurance department. They are: 

Gibraltar Mutual Life, San Antonio; 
incorporators, J. T. Sluder, John H. 
Cunningham and N. A. Childers. 

Protectors Mutual Life, Dallas; incor- 


porators, Frank C. O’Brien, Chas. F. 

Humphress and Olin P. Hayes. 
Majestic Mutual Life, Houston; in- 

corporators, W. M. Brumby, J. T. 





Fuller and J. R. Mulvey. 

Premier Mutual Life, Waco; incor- 
porators, J. F. Bailey, J. A. Lempke and 
Erwin W. Jones. 

The following companies filed charter 
amendments: 

Universal Life & Accident, Dallas, in- 
creasing capital from $60,000 to $110,000, 
and changing par value from $100 to 
$10 per share. 

Corpus Christi Mutual Life, Corpus 
Christi, changing name to Peerless Mu- 
tual Life. 


Transcontinental Opens Office 


The Transcontinental Life has estab- 
lished offices at 402 Commerce Ex- 
change building, Oklahoma City. The 
company is one of the new life insur- 
ance companies formed in Oklahoma in 
1929. George A. Henshaw is president 
and T. S. Foster is manager of the local 
office. 


Gulf Life’s Conference 


President T. T. Phillips of the Gulf 
Life of Jacksonville attended a confer- 
ence with managers of the Lakeland 
and Tampa districts Friday and Satur- 
day of last week, the occasion being 
the celebration of the largest quarter’s 
business since the districts were formed 
three years ago. 





PROTECTIVE IS ON THE AIR 


Birmingham Company Feels That It Is 
Creating Good Will Through 
Its Radio Work 


BIRMINGHAM, ALA. May 2— 
“We are building up a wonderful good- 
will among the people of the country 
with our radio advertising,” says La 
Noue Matta, superintendent of agents 
of the Protective Life of Birmingham. 

That was the intention of the com- 
pany when it inaugurated radio enter- 
tainment. It was merely to create the 
good-will of the people toward the Pro- 
tective Life. 

Every morning through WAPI, Birm- 
ingham, the company broadcasts setting 
un exercises. These exercises are broad- 
cast in three periods of 15 minutes each 


; In connection the company has prepared 
|a chart of i 


exercises that are dis 
tributed to radio fans. “We have had 
thousands of letters asking for these 
charts and many people call by the sta- 


the 


tion personally after them,” Mr. Matta 
explained. 
The Protective Life makes no effort 


whatsoever to sell insurance over the 


radio. It was not for that purpose that 
the hours were secured by the com- 
pany. It was just to promote go yd-will 


among the people. 

It has come to be known as 
the strongest stations in the 
While the station is owned and operated 
by the University of Alabama, the Ala- 
bama Polytechnic Institute, Alabama 


me ol 


south 


| College and the city of Birmingham, the 
| studio is located on the fourteenth floor 


of the Protective Life building, which 
itse]f is an advertising asset to the Pro- 
tective. 

In addition to the morning exercises 
on Thursdays and Fridays of each week. 
entertainments are given by the Protec- 
tive. These entertainments as usua 
thing consist of music. 

Mr. Matta firmly believes that this 


form of advertising is doing the com 
pany a world of good, although, like 
is often 


other forms of advertising, it 
the case that results are shown ™ 
directly. But it is good-will with te 





mplo: 
den: 
agains 
senate 
tor ch 
a 
is cha 
tee of 
ther 
legisla 
State t 
truste: 
asSOc! 
by it. 
Li 
H 
genera 
Life 
nouncs 
intend. 
soutl 
Mr 
the D 
Long 
inter¢ 


conne: 





3, 1929 


derbert 
juitable 
ym the 
of the 
‘he en- 
general 
ors and 


WO dis- 
1crease 
of the 
ind his 
S be en 
on. 

ng the 
rity to 
surance 
surance 
revoke 
roke rs, 
1risdic- 
icensed 


k Life 
onored 
y ata 


cluded 
ervisor 
icy or- 


ducted 
depart- 
maha, 
d Des 





y 2— 
good- 
ountry 
ys La 
agents 
ham. 
» com- 
enter- 
ite the 
e€ Pro- 


Birm- 
setting 
broad- 
s each. 
epared 
re dis- 
ve had 
these 
he sta- 
Matta 


effort 
er the 
se that 
com- 
od-will 


one of 
south. 
yerated 
e Ala- 
jabama 
m, the 
h floor 
hich in 
e Pro- 


ercises 
week, 
-rotec- 

usual 


it this 
. com- 
h, like 
often 
yn im- 
th the 














1929 


May 3, 


LIFE 





INS 





public that the company is after more 
than anything else in radio advertising. 


North Carolina Business Reported 


\n increase of $24,195,609 in life in- 
surance written in North Carolina, $23,- 
044.368 of which was in the industrial 
field, was reported for 1928 by Commis- 
sioner Dan C. Boney. The _ report 
showed that there were 884,469 policies 
written, amounting to $326,853,447. 

This was divided in the following 
sub-totals: Ordinary, 83,750 policies to- 
taling $181,860,450, less than $2,000,000 
increase over the 1927 totals; industrial, 
300,629 policies totaling $122,511,673, an 
increase of over $23,000,000, and group, 
40 policies totaling $22,581,234, a de- 
crease of over $1,250,000, compared to 
the 1927 figures. 


Preston at Atlanta 


“Fifty Years of Progress in Life In- 
surance” was the subject of an address 
given last week by James A. Preston of 
Philadelphia, head of the department of 
education of the Penn Mutual Life, in 
Atlanta, Ga. 





Florida Proposes 4 Percent Tax 


A measure that will be vigorously op- 
posed by the insurance interests is that 
now before both houses of the Florida 
legislature, which proposes a premium 
tax of 4 percent on the state incomes 
of all types of insurance companies. 
This is in addition to all present taxa- 


tion to which they are subjected, or 
such further laws as may be passed 
hereatter. 





New Company Under Way 


President Ed Hall of the newly 


formed Republic Mutual Life of Dallas, 
Tex., reports that the company has §$2,- 
500,000 of life insurance in force. Mr. 
Hall was formerly insurance and bank- 
ing commissioner in Texas. Milton 
Brown is secretary-treasurer of the new 
company, and W. M. Massie, M. E. 
Daniel and Harry Sigel are vice-presi- 
dents. The Republic Mutual Life is 
located in the Republic National Bank 
building. 


Kentucky Department Without Head 


It still seems to be uncertain as to 
just when Bush W. Allin, appointed in- 
surance commissioner of Kentucky, will 
qualify for the post. There has been 
some question as to the requirement of 
the law that he must dispose of all in- 
surance company securities and also as 
to his right to continue his insurance 
agency in Harrodsburg. 

In the meantime the office is without 
a head. Arch H. Pulliam, chief deputy, 
has been in charge since April 1. 





Advanced 


Fred Hesser of Covington, Ky., who 
has been representing the Kentucky 
State Life, has been made field super- 
intendent. He has been connected with 
Jack Pollard’s agency at Covington for 
some years. 


Fred Hesser 


B. M. A. Louisville Meeting 


W. T. Grant, president of the Busi- 
ness Men’s Assurance, and a group of 
| home office officials are attending a sec- 
tional meeting of agents from Tennes- 
see and Kentucky at Louisville, April 
29-May 3. Other officials at Louisville 
| are R. E. Weaverling, B. A. Hedges 
and G. M, Greeley. 
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COLORADO LIFE BILLS PASS 
Three Measures Sponsored by Life 
Underwriters of State Approved 
by Legislature 


DENVER, COLO., May 2.—All three 
bills sponsored by the Colorado Asso- 
ciation of Life Underwriters have passed 
both houses of the legislature and one 
has been approved by the governor. 


Senate Bill 231, the first signed, per- | 


mits municipalities to contribute to pre- 
mium payments for group insurance on 
employes. 

Senate Bill 229 protects beneficiaries 
against creditors of the insured and 
Senate Bill 230 liberalizes the age limit 
tor children anplying for insurance. 

_ J. Stanley Edwards of the Aetna Life 
is chairman of the legislative commit- 
tee of the Colorado association. 
other bill passed by both houses of the 


legislature, which would exempt from | 


state taxation insurance proceeds when 
trusteed, was supported by the Colorado 
association, although not introduced 


by it. 


Lipsey Takes Long Beach Post 


Howard Lipsey has been appointed 
general agent for the California State 
Life at Long Beach, according to an- 
houncement of James L. Collins, super- 
intendent of agents, who is now in 
southern California on agency business. 
_Mr. Lipsey was formerly president of 
the Dodd-Lipsey Clothing Company at 
-ong Beach and has disposed of his 
interest in this organization to become 


connected with the California State 
lle, 


Hoghe to San Diego Office 
Russell L. 
agent at 
Life, 


Hoghe, assistant general 
Los Angeles for the Aetna 
le, has been transferred to San Diego 
with the same title in connection with 
the opening in that city of a branch 
office by Wilmer M. Hammond, general 


An- | 


| agent. Mr. Hoghe has been with the 
| Aetna’s Angeles agency for the 
past three years, first as an agent, later 
as a field supervisor, and for the past 
six months assistant general agent. 
Through his personal efforts the Aetna 
agency won the membership trophy cup 
of the Life Underwriters Association of 
Los Angeles on three different occa- 
sions, giving it a substantial lead toward 
permanent possession of the prize. 


Los 





Good Increases in San Francisco 


A casual survey of the life insurance 
business in San Francisco indicates that 
practically all of the agencies and com- 
panies are enjoying material increases 
in production. The San Francisco agency 
of the Pacific Mutual recently reported 
a 40 percent increase for the first quarter 
of the year and a 30 percent increase 
| when the Oakland agency, which oper- 
ates under the supervision of San Fran- 
| cisco, is taken into consideration. 

P. M. Jost of the Sun Life reports a 


1 50 percent increase for the same period. 


Frank P. Ebertz, general agent of the 
National Life of Vermont, is another 
who reports a 50 percent increase. 


Discuss Insurance Trusts 


A conference of the Oregon and 
Washington Interstate Trust Associa- 
tion was held at Seattle. Clyde Mer- 
chant, trust officer of the Commercial 
Bank & Trust Company of Wenatchee, 
addressed the conference on “Business 
Insurance Trusts.” 


Provident Mutual Men on Coast 


M. Albert Linton, vice-president of 
the Provident Mutual Life, and Charles 
A. Tushingham, superintendent of edu- 
cation, are in San Francisco conducting 
a series of classes and conferences with 
the agency staff of the company in the 
San Francisco bay district under the 
management of Alfred Matthews. 

Mr. Linton was the principal speaker 
last week before the San Francisco Life 





Underwriters Association, his subject 


URANCE 











INSURANCE STOCKS 


Bought—Sold-—Quoted 


AN 
P:W. CHAPMAN & CO, INC. 


Insurance Stock Department 
115 W. Adams St. 42 Cedar Street 
CHICAGO NEW YORK 

















What about the “Future?” 


To the ambitious life insurance man a General Agency 
contract of the right type offers a real “Future.” It 
means an income far above that possible from personal 
production alone. 


If you know your territory, if you have organizing 
ability and can lead men—then your ambitions can best 
be realized by a General Agency contract. 


A General Agency 
with the Girard Life means 


Longer renewals. 
Larger commissions. 
Larger over riding commissions. 
All standard forms of policies. 
(Participating and Non-participating) 
Liberal disability benefits. 
Guaranteed premium reduction coupons. 
Cash dividends. 
Low net cost. 
Openings in 
Michigan, Illinois, Ohio, Iowa, Missouri, 
Pennsylvania and New Jersey 


Girard Life Insurance Co. 


Opposite Independence Hall 
Philadelphia, Pa. 
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The Reason 


will interest youif....... 


EEE 
in 
ten years 


12 


TIMES 


THE 
INSURANCE 
IN 
FORCE 
on tea nanan amma 
TERRITORY OPEN 
In Ohio, Michigan, District 
of Columbia, West Virginia, 


Georgia, Alabama and 
Louisiana, 


If you are interested in selling life 
insurance you will be interested in the 
key to the Gem City Life’s record of 
increasing its assets and insurance- 
in-force by more than twelve-fold in 
ten years. 


In the agency contract and the pol- 
icy line which includes all standard 
and some special forms of partici- 
pating and nonparticipating contracts, 
group insurance and accident and 
health coverage, will be found the real 
reasons for the success of the Gem 
City Life agents. In the success of 
our agents lies our success also. 


If you will write I. A. Morrissett, 
president, he will be glad to give 
you complete details of our agency 
contract and reasons why it will pay 
you to join the Gem City Life. 


Eight millions of increase first eight 
months of 1928. 


The Gem City Life 


INSURANCE COMPANY OF DAYTON, OHIO 











“THE ERI ENDLY" COM PANY” 


We Want Men 


who are interested in a permanent and pro- 
gressive success—who have the ability to dis- 
pose of their time intelligently—who are not 
opposed to hard work—who can organize and 
direct. 


To such men we offer the best of Home 
Office helps and cooperation, splendid policy 
forms, and an unusual remuneration. 


If you are such a man you will find it 
pays to be friendly with the 


PEOPLES LIFE INSURANCE CO. 
“The Friendly Company” 
FRANKFORT INDIANA 
Opportunities in Indiana, Illinois, Ohio, Michigan 
Tennessee, Arkansas, Iowa, California and Texas 











aon 





being “The Investment Side of Life In- 
surance.” Clarence W. Peterson of the 
Phoenix Mutual Life, president of the 
local association, presided. 





Incorporate First National Life 


Articles of incorporation have been 
filed by the First National Life of Den- 
ver. Incorporators are R. S. Evans, C. 
G. Prab and C. W. Solomon. The cap- 
ital is $100,000. 





Garretson Iowa Society Speaker 





Herman J. Garretson, field super- 


visor for the John Hancock Life, was 
the principal speaker at the annual din- 
ner of the Iowa Society in Denver April 
26. Mr. Garretson was a member of 
the Iowa University football team dur- 
ing ‘his college days. 


Prepare for C. L. U. Degree 


Under the leadership of C. W. Holle- 
baugh of the Western States Liie, 
underwriters of San Francisco are 
forming a class for the purpose of pre- 
paring themselves to take the forthcom- 
ing examination for the degree of char- 
tered life underwriter. 











re ACCIDENT AND 


HEALTH FIELD | 











GO OUT FOR LIFE INSURANCE 
Industrial Health and Accident Com- 
panies Are Seeking Courses to 
Increase Their Business 





Undoubtedly the companies writing 
weekly and monthly payment accident 
and health insurance are veering over 
to industrial and ordinary life insur- 
ance. This is particularly true with the 
industrial companies writing weekly 
payment policies. The weekly payment 
accident and health companies that have 
built up a large business feel the neces- 
sity of getting more roots into the soil. 
Many of the officials declare that if 
life insurance is written in connection 
with health and accident, the income 
will be more permanent and stable. 

One or two companies seemingly 
have put the soft pedal on their acci- 
dent and health and are going out 
strongly for life insurance. However, 
most of the companies are clinging to 
their old course but they believe that 
the health and accident business has 
pretty nearly reached the saturation 
point and the increases cannot be 
made in that direction that were 
achieved in the past. Hence, the only 
way to show an increase is through 
life insurance. Some of the companies 
are going out after ordinary life insur- 
ance but they are featuring industrial 
because their men are trained in that 
direction. Companies writing indus- 
trial put their ordinary business on the 
books at a camparatively low expense. 





NEBRASKA LIMITS USE 
OF “NON-CANCELLABLE” 





LINCOLN, NEB., May 2.—A per- 
emptory notice was served by Insurance 
Commissioner Kizer on all health and 
accident companies that the department 
has withdrawn its approval of the use 
of the words “non-cancellable,” in the 
description or title of certain types of 
policies. 

The ruling sets out that “no accident 
or health policy will hereafter be ap- 
proved, with this description or title 
unless the policy is in fact absolutely 
non-cancellable by the company except 
for non-payment of premiums and ter- 
mination on account of age. All poli- 
cies carrying the words ‘non-cancel- 
lable’ in the description or title shall 
immediately following the words ‘non- 





cancellable’ carry the words, ‘prior to 
age ’ in the same sized type as the 
words ‘non-cancellable.’ ” 





IS AUTOMOBILE KEPT FOR 
HIRE A COMMON CARRIER? 





An accident insurance policy provided 
for double indemnity “if the insured sus- 
tained injuries while riding as a passen- 
ger within -the enclosed part of any 
motor bus provided by a common car- 
rier.” The insured died from injuries 
received while being transported by a 
driver of a hired automobile. The driver 
hired by the insured owned an ordinary 
passenger automobile which he kept at 
a stand in a city, placarded to the effect 


and that certain rates would be charged 
to various destinations. He had no reg- 
ular schedule, did not always render 
service when requested, never applied or 
received license to operate a motor - 
or a certificate of convenience and 1 
cessity. 

Held, that the driver of the car was 
a common carrier since he was engaged 
in the business of operating a motor 
propelled vehicle for hire with a charge 
of so much a drive, having a fixed stand 








that his car was for hire at any time 





Another Hit! 
Winning Articles 


in the May issue of the 


A&H REVIEW 


“Sidelights on Business Builders,” 
news flashes about men in the busi- 
ness. 

Also “Policy Changes,” “News of the 
Business,” and “Court Decisions on 
A & H Insurance.” 


“Health Insurance in Limelight,” a 
vital discussion on losses of that class 
and reduction of commissions. 


“Visualizes His Clients’ Needs,” 1 

Burdick, Commercial Casualty 
Company, shows how income insur- 
ance helps maintain living standards. 


“Disease a Factor in Accidents,” 
physical impairments affect all pros- 
pects; a live article by Theodore G. 
Rockwell of Chicago. 


“Maxims Won't Always Apply,” fak- 
ing “No” for an answer can’t always 
be followed. An article by Louis 
Ward that you will finish if you start 
reading it 

“Helpful Hints to the Man in the 
Field,” this regular monthly depart- 
ment considers “Making a Killing,” 
“Why Prefer Life,” “Saturday Busi- 
ness. 


Subscribe to the 
A. & H. REVIEW 


and fatten your production aver 
age by obtaining new sugges- 
tions. Don’t let errors reduce 
your sales. 


SEND NO MONEY BUT MAIL 


i —=—=—= COUPON TODAY —————s 
> gy — & Roane Review, | 

| ¢ Chieage, i. ‘ 

| Send me the A & H Review for one year nd 

! 

I 








with the May issue and bill me for $2.00 


Name 
BERNER cc cccccccecccccccccccccesqeccecccecseeoe® | 


Bd niemeeremranenterm naan 





supe 
ing 

Ang¢ 
noun 
and 

sign 
for t 
had | 
thou: 
Occi« 
Pion 
fine 

the : 


Deat 
PH 
ciden 
the a 
jury 
here 
judgr 
Guar: 
Mr: 





Th 
ming’ 
crease 
1, th 
year. 

Tor 
the n 
great 
est p 
ferred 
where 
Stance 
the ol 

Thi 
dends 
has n 
SINCE 
over 
asas 
that 
divide 
and ¢] 
rying 
toa s 
asa] 
crease 
appar 
by pa 
outloc 


The 








charged 
no reg- 
render 
lied or 
tor bus 
nd ne- 


ar was 
ngaged 
motor 
charge 
d stand 


rt! 


les 


lers,” 
busi- 


f the 
is on 


i" 2 
class 


” 1, 
ualty 
nsur- 


lards. 


ents,” 
pros- 


re G. 


tak- 
ways 
Louis 

start 


1 the 
part- 
ling,” 
Busi- 








May 3, 1929 


LIFE INSURANCE EDITION 2 











where his car was available, although he 
had no fixed schedule of charges, no 
definite route, and reserved the right to 
refuse to transport passengers. How- 
ever, the court hinted that double in- 
demnity could not be recovered since 
such a hired automobile was not a “mo- 
tor bus” within the meaning of the 
policy.—Pettingill vs. Continental Life, 
Superior Court of Wash., Thurston 
County. 


Benson Is State Manager 


T. W. Benson of Sandersville, Ga., 
has been appointed state manager of 
the special monthly premium depart- 
ment by N. W. Allread & Co. of Jack- 
sonville, Fla., southeastern managers of 
the Inter-Ocean Casualty. Mr. Benson 
has opened offices at 418 Thrower build- 
ing, Atlanta, Ga. He has been con- 
nected with a chain of banks in south 
Georgia for the last 14 years. He will 
have associated with him L. C. Rose, 
Ir, a young Kentucky banker. This 
gives General Manager N. W. Allread 
branch offices at Birmingham, Atlanta, 
Columbia, S. C., Miami, Decatur, Miss., 
Tampa, Columbus, Ga., and Pine Bluff, 
Ark. 


Robertson with Sterling 


T. A. Robertson has been appointed 
superintendent of agencies for the Sterl- 
ing Life, Health & Accident of Los 
Angeles, the appointment being an- 
nounced by Bertram E. Green, president 
and general manager. Mr. Robertson re- 
signed as southern California manager 
for the Pioneer Casualty, with which he 
had been connected but a short time, al- 
though he had formerly been with the 
Occidental Life, present owner of the 
Pioneer Casualty, since 1912 and has a 
fine record with that company, both in 
the accident and in the life department. 


Death Months Later Laid to Accident 
PHILADELPHIA, May 2.—That an ac- 


cidental death may result months after 
the accident itself was the verdict of a 
jury in the United States district court 


here which gave Mrs. Marie Leefson 
judgment of $17,870 against the London 
Guarantee & Accident. 

Mrs. Leefson had sued for $15,000 on 
the contention that death of her hus- 





band, Dr. Mauritz Leefson, Dutch com- 
poser, on Feb. 16, 1925, was due directly 
to his stubbing his toe eight months 
before while entering a rowboat on Toms 
River for a fishing trip. Several months 
later a toe became infected, necessitat- 
ing amputation of two toes and later of 
the left leg. 

The company’s defense was that Dr. 
Leefson’s death was due to a complica- 
tion of diseases. 


Establishes Statistical Department 


BALTIMORE, May 2.—B. L. Talley, 
president of the Home Friendly, an- 
nounces the establishment of an ac- 
tuarial and statistical department and 
the appointment of Seth A. Wolfe of New 
York as actuary. It was made necessary 
by the growth of the company, which 
was considerably accelerated by the pur- 
chase of the Delaware Casualty and 
more recently the weekly industrial 
debits of the Twentieth Century Life of 
Chicago in Delaware and the District of 
Columbia, and the opening of a new dis- 
trict in Philadelphia on the fourth floor 


of the Denckla building, lith and 
Market streets. Elmer O. Jones, former 
superintendent of the Wilmington dis- 


trict, is in charge. 


Chittenden & Co. Appointments 


W. M. Chittenden & Co. of Cincinnati, 
specialists in deferred payment insur- 
ance, have made three appointments. 
The Andre Securities Company of Spo- 
kane has been appointed state manager 
in Washington, Idaho and Montana for 
the Federal Life’s deferred payment in- 
surance. 

H. A. Horton of Winston-Salem, N. C., 


has been appointed state agent for 
North Carolina. 

W. Ray McClelland of Tulsa, Okla., 
has been appointed general agent for 


eastern Oklahoma for deferred payment 
insurance of the Inter-Southern Life. 


New Trial in Suicide Case 

FRANKFORT, KY., May 2.—Federal 
Judge Dawson has set aside the verdict 
of $17,000 in favor of Mrs. Dulcenia 
Proctor against the Preferred Accident 
and the Travelers on policies held by 
Nelson W. Proctor, former attorney for 
the Louisville & Nashville Railroad. The 


companies claimed that Proctor had 
committed suicide. A new trial is or- 
dered. 














NEWS ABOUT LIFE POLICIES _ 





Policy Literature. 


PRICE, $4.00 and $2.00 respectively. 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Rate Books, etc. Supplementing the “Unique Manual- 
Digest” and ‘‘Little Gem,”’ Published Annually in May and April respectively. 














DIVIDENDS ARE INCREASED 


Continental American Announces An- 
other Advance, the Preferred Class 
Getting the Greater Benefit 


The Continental American of Wil- 
mington, Del., announces another in- 
crease in its dividend scale effective July 
1, the beginning of its next dividend 
vear. 

Total dividend disbursements under 
the new scale will be about 15 percent 
greater than under the old. The great- 
est percentage increase is on the pre- 
terred class plans at the younger ages 
where the new dividend in certain in- 
stances is nearly 50 percent greater than 
the old one. 

This is the second increase in divi- 
dends which the Continental American 
has made on its preferred class policies 
since starting to issue them only a little 
over five years ago. It does not come 
aS a surprise because it has been known 
that net earnings applicable to policy 
dividends have been increasing steadily 
and that the company has not been car- 
tying them to surplus but adding them 
to a special fund and charging them up 
as a liability with a view to another in- 
crease in dividends as soon as it became 
apparent that it was fully justified both 
by past experience and by the future 
Outlook as well. 

The preferred class contracts are not 





written for less than $5,000 at the min- 
imum. Approximately 70 percent of the 
new business of the company is on its 
preferred class plans, while more than 


| 85 percent is in policies of $5,000 or 


more, and averaging about $8,000 each 
or nearly three times as much as the 
combined average for all companies. 

On the basis of the new scale, net 
costs on the preferred class ordinary life 
at age 35, with a premium of $21.17, are 
as follows: 


Year Net Cost 
DF dteeenteedewnietiasnsebaonnens $19.30 
DB Andee viesénucaeensnesvscudnecs 19.17 
@ cosccocencesvedoncessancesses 19.04 
D- cuntenncceecesasscuceneceaseste 18.91 


GETS OUT LOW RATE POLICY 
Illinois Life Announces New Contract 
That Will Be Offered to Pre- 
ferred Risk People 





In response to the demand for a spe- 
cial policy to appeal to a specific class 
of “low-cost prospects” the Illinois Life 
has devised and announces the appear- 
ance of a new policy which has been 
termed the “Combination 3.” It will 
be isssued in the minimum amount of 
$3,000, which, considering the extremely 
low rate, is small enough to be easily 
within the reach of the average man. 
The maximum amount which will be 
isssued under this form is $100,000. 





“‘Co-operators”’ 


Quick service, fair dealings, personal 
attention, active help in the territory 
and close, harmonious team-work be- 
tween Home Office, Agent and Client 
have earned for this company the title 
of the “Company of Co-operation”, 
and its agents “Co-operators”. You 
will be agreeably surprised to find 
what your individual effort plus organ- 
ized co-operation such as this will do. 


“This is the Company of 
Co-operation” 
Do you need our help? 














Security~-— 


@ When the Mutual Benefit was 
organized in 1845 there were only 
a few Life Insurance Companies 
in the United States. Through 
the Wars, Panics and Epidemics 
of all these years, it has always 
stood safe and secure as a fore- 
most disciple of Pure Life In- 
surance. 


The Mutual Benefit Life Insurance Co. 
Newark, N. J. 
Organized 1845 


A POLICY YOU CAN SELL 


Our Company offers complete protection. 


$5,000 
ALL IN ONE POLICY 

















Any natural death ......+..++++ saxananena -+++$ 5,000 
Any accidental death........scsceeeeeecceseees 10,000 
Certain accidental deaths ........... a iciedictiennn. 


Accident Benefits $50 per WEEK for fifty-two weeks 
$25 per WEEK thereafter (non-cancellable) 
Disability Income, Waiver of Premiums, etc. 


Also $5,000 “Preferred Risk” Policy—high value—low 
premiums; age 35, $19.91 per $1,000. Endowment Age 
85—Juveniles age 10 years and upward—Monthly In- 
come—Non-medicalL 


Insures and assures your client’s future and yours. 


Are you interested in an agency? Our Vice-President 
Eugene E. Reed, will tell you all about it. Write 
him direct . . . and directly. 


UNITED LIFE 


Concord 
| Inquire! 





AND ACCIDENT 
INSURANCE COMPANY 


New Hampshire 
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Age limits for the “Combination 3” are 
21 to 55 inclusive. 


Is Extra Preferred Policy 


“Combination 3” is an extra preferred 
risk policy designed only for those per- 
sons employed in such pursuits and sur- 
roundings as are entirely without physi- 
cal or health hazards. Manual workers 
are not eligible for this policy unless 
engaged in such occupations as are not 
attended by any special risk. 


Following are the rates for the “Com- 


bination 3” shown at representative 
ages: : 
Annual Prerhiums for $1,000 

Age First Three Y ° ars Thereafter 
errr tr eee ee $ 9.50 $14.37 
eee errr 987 15.96 
Me @euscene ties 10.35 18.48 
err - 11.09 21.79 
i Lcawkawewedawaa ed 12.27 26.18 
45 14.36 32.18 
ae asiabetevebbaautees 18.38 40.41 
BE sestervecesenesases 25.48 51.63 

















WITH INDUSTRIAL MEN 











HAS FINE POINT OF VANTAGE | 


A. L. MacDougall Shows How the 
Industrial Agent Can Build Up 
Splendid Ordinary Business 


A. L. MacDougall, assistant manager | 
of the Metropolitan Life in Canada, in 
telling where the man on the debit has 
an unusual opportunity for writing or- 
dinary insurance says: 

“The debit man has unusual opportu- 
nities for selling ordinary insurance be- 
cause, when calling on the home day in 
and day out, week in and week out, he 


becomes acquainted with the housewife 
a friend than just as an agent. 


more as 








Active Markets in 
Insurance Stocks 


Bank Stocks 


Miller Investment Company 
120 So. La Salle St., Chicago 











Telephone Franklin 7888 

















ITS NAME INDICATES IT. 


| pleasant 


| you 


“The boys and girls going to school 
for the last year or two prior to going 
to work become acquainted with the 
debit man and when they start to work 
who will they go to for insurance? To 
the man on the debit if he has been 
and congenial, also won the 
confidence of the wife and mother of 
these children. 


Intelligently 


is the debit 


Using Information 


“Another opportunity 
book, a wonderful source of never end- 
ing information to a debit man if used 
intelligently. This book can be used as 
a door opener at any time of the day, 
calling on any home with the debit 
book as illustrated. 

“Mr. So and So, I am calling to see 
as I have been asked to take a 
census of all families living on my debit. 


How many are there in the family? 
What are the diffeerent ages? How 
many are working? Any one else living 


in the home? This information is gladly 
given to the debit man, and oh, what a 
wonderful source of information if prop- 
erly used. 


Sees Head of House 


“One of the most important opportuni- 
the debit man has of writing ordi- 
nary insurance is being able to see the 
head of the house without any trouble 
at all because when he calls in the eve- 
ning he is well known to Mrs. So and 
So, and not a stranger, who will welcome 
him and make him acquainted with her 
husband as a friend. When inside it is 
up to the debit man to offer a plan best 
suited to the head of the family, as large 
a protection for as low a premium as 
possible. Life insurance is God's gift 
the working man.” 


ties 


to 


Western & Southern Increase 


The Western & Southern 
great year in 1929 thus far. 


has had a 
It has in- 
































O. W. JOHNSON, President 








SECURITY LIFE INSURANCE COMPANY OF AMERICA 


134 North La Salle Street, Chicago 





S. W. GOSS, Vice-President 


George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 
HARRISON B. SMITH, President 

presents opportunity for liberal contracts covering definite territory with 

Home Office registry and with power of appointment of sub-agents, 

[he States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 

Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington, 

Address 
ERNEST C. MILAIR, Vice-President and iis 
COLORADO——ILLINOIS——— INDIANA IOWA KANSAS———-KENTUCKY—— MICHIGAN MINNESOTA——MISSOURI 
< ‘“*INDEPENDENCE FOR DEPENDENTS’’ 
e Request details for our remunerative contracts for - 
5 
a 
z AGENCY MANAGERS FOR 5 
5 PENNSYLVANIA, OHIO, WEST VIRGINIA, ILLINOIS, INDIANA, COLORADO . 
> 

: You will benefit by our special attention now to these States 5 
z > 
id > 
x 
< 
| 
Oo 


HIO——- —--OREGON——-— PENNSYLVANIA. 








TENNESSEE——_—-VIRGINIA——— WASHINGTON———-WEST VIRGINIA——-NEBRASKA 








creased nearly $20,000 in weekly debit 
which is much more than the whole o 
last year’s industrial debit increase, anj 


it has increased $8,000,000 ordinary jy 
force which is about twice as much a; 
for the same period last year. 


PAYTON HAD FINE RECORD 


New Assistant Secretary of the Wester 
& Southern Life Deserves Pro- 
motion Given Him 


Albert O. Payton, the 
of the Western & Southern 
with the company July 21, 1919 as ap 
agent at Terre Haute, Ind., under Sy. 
perintendent A. C. Lafferty, now ar 
Columbus, Ohio. On May 5 of the fol- 
lowing year Mr. Payton was promoted 
to assistant superintendent at Terre 
Haute under Superintendent C. J. Hollo. 
way now in charge at Richmond, Ind 
Mr. Payton was appointed home offic 
inspector of the western division Apri 
24, 1922, and two years later was 
brought the home office as division 
manager the western division. He 


new assista 
Life, begar 


to 
of 





ALBERT 0. PAYTON 
created the agency application division 
and was its head for one year prior t 
becoming assistant to the director of 
agencies in 1926. Two years ago he 
became home office supervisor, wai 
position led to the assistant secretary- 
ship. Mr. Payton was bern May 22, 189 


in Vermillion county near Clinton, Ind 
where his relatives now live. 

This promotion is another illustratior 
of the rapid advancement ambitious 
men can obtain by entering the indus- 
trial life insurance business. The West- 
ern & Southern Life has to its credit 
a large number of men holding exect- 
tive positions who came right up fron 





the agency ranks. The company wil 
soon have $800,000,000 of insurance 0 
force and assets of approximately $100,- 
000,000. Nearly 5,000 employes are no 
on the payroll of the Western & Sout! 
ern. 


NEWS OF THE PRUDENTIAL 


Some Promotions of Men in the Agency 
Ranks Are Announced by the 


Company 
Joseph A. McKee of Warre Oh 
leads the assistant superintendents 


Division F of the Prudential for l- 





in industrial increase and ranks No 
in the entire company. He was 4] 
pointed an assistant superintendent Ja 
23, 1928, and had the honor of leadine 
the division in his first year th 





position. 

Agent Richard I. Grossman has 
promoted to be assistant superinten 
at Pittsfield, Mass. Morris Federman 
comes an assistant superinte! 
Norwich, Conn. 

Leonard T. 
spector, has assumed 
Glens Falls, N. Y., district, 
tendent. His experience has been 
he having entered the companys 
ploy a san agent in Boston, Mass 
September 4, 1922. His promotion t? 
inspectorship came on Feb. 2, 1°-? . 

Agent Benjamin J. Sprow of Bryan. 
detached from the Toledo No listris 
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recently completed 20 years of con- 


tinuous service. 


Agent James B. Lafferty of Detroit 
No. 2 leads Division R in net industrial 
increase for 1929 and ranks No. 8 in the 


entire field. 


Western & Southern News 


A convention was held in Louisville by 
the Louisville and Lexington representa- 


tives of the Western & Southern Life in 


charge of Superintendents J. R. Hanks, 


T. S. Thomas and J. C. Goodman. Vice- 


President C. F. Williams was the chief 


LIFE INSURANCE 


speaker and Superintendent of Agencies | 


Joseph Cassidy was toastmaster. 
Division B leaders of the Western & 


Southern Life were recent guests of the | 


company at the home office in Cincinnati, 
Akron, Columbus, Zanesville and Xenia 
were represented at the convention. 

The following agents have been pro- 
| moted to assistant superintendents: L. 


| Adams, Flint, Mich.; L. Taylor, St. Louis 


| West, and J. Ramsey, Pittsburgh East 
Director of Agencies H. Thomas Head 
has been placed in charge of Division B, 
succeeding J. N. Reinhard, who now be- 
comes home office inspector in that di- 
| vision. 
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LIFE MEN HONOR DETRICK| 


M. A. Linton Speaks at Meeting of San 


Francisco Underwriters—Other 
Guests Present 
SAN FRANCISCO, May 2.—Charles 
R. Detrick, retiring commissioner, was 
the recipient of a glowing tribute by 


the San Francisco Life Underwriters | 


Association at its meeting last week. 


President Clarence W. Peterson pre-| 


sented Mr. Detrick as a guest of honor, 
recounting some of his accomplishments 
for the life insurance business during 
his term of office. More than 175 life 
underwriters were present and all stood 
in token of their appreciation of the 
service Mr. Detrick has rendered the 
business. 

M. Albert Linton, vice-president Prov- 
ident Mutual Life, was the principal 
speaker on “The Investment Side of Life 
Insurance.” Mr. Linton took the vari- 
ous factors required by experts as being 


essential to the strength or advisability | 
of an investment, analyzed them and | 


drew a comparison with the safety and 
desirability of life insurance. 

Charles A. Tushingham, educational 
supervisor of the Provident Mutual, was 
also a guest of honor, together with 
Gordon Thomson, vice-president West 


Coast Life, and H. E. Aldrich, vice- | 


president and superintenednt of agencies 
of the Equitable Life of Iowa. Frank 
lr. Carmody, formerly of Boston, re- 


cently appointed supervisor of the ordi- | 


nary department of the Metropolitan | § 
| first in the national campaign was en- 


Life on the Pacific Coast, made his 

first appearance at an association meet- 

ing and was given a hearty welcome. 
i 


Colorade.—The Colorado association 


postponed its regular meeting to May 6 
in order to listen to an address by M. 
Albert Linton, vice-president of the 
Provident Mutual Life, who will visit 
Denver then. Charles A. Tushingham, 
educational director of the Provident 
Mutual, also will be an honor guest. 
*x * 

San Franciseo.—More than 25 new 
members were admitted to the San Fran- 
cisco association at the last meeting, 
making the total of new members ob- 
tained under the chairmanship of Frank 
P. Ebertz since last fall more than 100. 

P. G. Young, manager of the Golden 
Gate branch of the Metropolitan Life, 
has received congratulations from the 
association for having 100 percent 
agency representation in that organiza- 
ton, The association reports that it is 
the only 100 percent agency of its size 
i the city. 

Formation of a life managers’ club 
as a part of the San Francisco associa- 
ton is to be undertaken by President C. 
W. Peterson and a number of other 
prominent managers of the city as a 
‘sult of action taken by the executive 
Mmittee of the association at its last 
mheeting 
While there has been a life manager's 
lub in San Francisco for a number of 
ears has never functioned as a part 
f the association. 








* * * 
Cleveland.—The next regular monthly 
Wcheon meeting of the Cleveland asso- 
‘ation will be held on May 10. The 


rincipal speaker will be D. J. Bloxham, 
td sor of agency field service for the 
Tavelers, His subject will be “Three 
Keys to Su 

" 


ccessful Life Insurance Sell- 








CLEVELAND SCHOOL OPENS 


Supervisors Group of Life Underwriters 
Association Sponsor Movement to 
Train New Agents 


At a meeting of the supervisors group 
of the Cleveland Life Underwriters As- 
sociation plans for a supervisors school 
were acted upon and the organization 
definitely established. The school, which 
has the endorsement of the general 
agents, will open this week for the in- 
struction of new agents on the funda- 
mentals of insurance. 

The school is free to the new agents 
and Secretary George H. Thobaben re- 
ports an enrollment of approximately 
30 students. Meetings will be held every 
Monday and Wednesday from 6 to 8 
p.m. The course will cover from six 
to eight weeks. This marks the first 
attempt of the local association to or- 
ganize a school for new agents within 
the organization. 

fs * * 

Seattle, Wash.—An inspiring address 
on imaginative selling in life insurance 
work by Hugh D. Hart, vice-president 
of the Penn Mutual Life, featured the 
monthly meeting of the Seattle associa- 
tion. Approximately 225 members of the 
association were present Following 
the plan inaugurated last month admit- 
ance was by card of membership only 
and again a healthy increase in paid 
members resulted, according to V. Web- 
ner Wiedemann, president. 

A surprise challenge issued by the Ta- 
coma association to the Seattle group to 
see which will fill its quota of members 


thusiastically accepted by Caleb Baldwin 
on behalf of the Seattle underwriters. 
* * x* 

Chicage.— William B. Burruss, former 
life general agent and now lecturer on 
salesmanship, will conduct a_ short 
course in “Sales Engineering” in Chi- 
cago under the auspices of the Chicago 
association May 6-9. Mr. Burruss was 
the speaker at the last meeting of the 
association and the sales course was 


|} announced following the meeting. The 


course will be conducted in the audi- 
torium of the Insurance Exchange. Th« 
fee for the instruction is on a sliding 
scale, $10 for each student if less than 
150 enroll, down to $5 for each if 200 
or more enroll. Attendance may be ar- 
ranged for either through Byron C. 
Howes, president of the association, or 
Clinton F. Criswell, managing director. 
*x* * x 


Stockton, Cal.—Frank W. Bland, man- | 


ager of the Pacific Coast department of 
The National Underwriter, spoke before 
the Stockton association April 26 on 
“Educational Insurance.” Stuart C. Gib- 
bons, manager of the Western States 
Life, is president of the Stockton asso- 
ciation. 
x * * 

Rochester, N. Y.—James A. Griffin, 
director of sales training for the Phoe- 
nix Mutual, spoke before the Rochester 
association at a luncheon meeting in 
the Chamber of Commerce, discussing 
the importance of personality in life 
insurance sales. Sixteen candidates for 





election as members received approval | 
| 


of the local association. 
* * * 
Tennessee—Seth W. Ryan of the Penn 
Mutual, president of the Memphis asso- 
ciation, will probably be elected pres- 
ident of the Tennessee State Association 
at the annual meeting in Chattanooga, 
May 29. 
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We Write All Standard Forms of Participating and 
Non-Participating Insurance Contracts and in 


Addition the Following SPECIALS 


1. Ordinary Life Special $5,000. 

2. Personal Life Monthly Income for Rejected Risks. 

3. The Best and Most Liberal Sub-Standard Facilities. 

4. Children’s Educational Policies age 1 day to 10 years. 
5. Up-to-date Health and Accident Policies. 

We welcome to our Ranks only serious-minded men of 


character 


and integrity—men who are intent upon suc- 


cess—and to whom we offer exceptionally liberal and prof- 


ftable contracts. 
Very desirable territory open in 


OHIO — INDIANA — KENTUCKY — TENNESSEE 
Address S. M. CROSS, President 


OLUMBIA LIFE 


INSURANCE COMPANY 


Cincinnati, Ohio 











We have epeninge in Ala., Ark., Dela., D. C., Fla, Ga., Ill, Ia.. Kans... Md., Mich., 
inn., a 


N. C., Okla., S. D., W. Va. and Wyo. 


Our Agents Have 
A Wider Field— 





An Increased Opportunity 








Because we have 


Age Limits from 0 to 60. : 
Policies for substantial amounts (up to $5,000) for Children on variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-annual or quar- 
terly premium plan. 

Participating and Non-Participating Policies. 
Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Disability features for 
Males and Females alike. : 
Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 


COMPANY of CHICAGO 


B. R. NUESKE, President 











Mr. Ryan was nominated for the post 
by the Memphis association at the 


WE WANT A MAN! 


opportunity. 
THE MAN WE WANT MUST NOT BE A 

The Reason We Are Discriminating Is Because We Are Offering 
Something Exceptional 


The Young Man Who Wants to Grow is The Man We Want 


We want a thoroughly trained man with a good record back of him both 
as to personal production and organization with an unimpeachable char- 
acter to organize the State of Nebraska on a contract which holds a real 


“HAS BEEN” 


OUR COMPANY HAS THE TOOLS 


Double Indemnity 
Total Disability 

Par and Non Par 
Writes Both Sexes 
Child’s Endowment 


Special Policies 


Prospect Getting Aids 
Agent Getting Aids 
Supervisors Help 
Proper Backing 


Agency Department Headed by 
Men Who Have Been Through 


the Mill 


Write in confidence and tell all about yourself 


CEDAR RAPIDS LIFE INSURANCE COMPANY 


Jay G. Sigmund, Vice Pres. & 
CEDAR RAPIDS, IOWA 
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Individual Presentations 


Agents and brokers with 
The S. T. Whatley Agency 
know the value of 


PRESENTATIONS” 


Educational Insurnace 
Business Insurance 
Mortg¢gag¢ge Insurance 
Life Income Insurance 


and 


Family Protection Plans 


Attractively presented lead to more sales. 


It pays to be an “ZETNA-IZER” 


with 


Telephone State 3380 


S.T. WHATLEY, General Agent 
AETNA LIFE INSURANCE CO. 


230 South Clark Street Chicago, II. 
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those: who give 








degree of its service. 


present service. 


out the best of themselves. 


of New York 


34 Nassau Street 


‘‘In This Way We Measure’”’ 


LIFE INSURANCE COMPANY may well measure its success by 
A the good it performs rather than by great size. Through eighty-six 
years THE Mutuat Lire INsuRANCE COMPANY OF New York, the “first 
American Company,” has measured its success by the scope, manner and 
In such a way it is measuring now as its service 


Issuance of contracts of all standard forms, substantial dividends, 
income settlement provisions, Disability and Double Indemnity Benefits, 
and prompt payments and practices for convenience of members are 


It welcomes as field representatives those who know that success is 
according to the natural law of compensation—that the best comes to 


The Mutual Life Insurance Company 


New York, N. Y. 











DAVID F. HOUSTON GEORGE K. SARGENT 
President 2nd Vice-President 
and M of Agenci 
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NEW INSURANCE ..........$143,573,589 
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Increase of........... 


BOSTON, MASS. 


6,083,386 


Representing over 63% of the New Business 


NEW ENGLAND MUTUAL LIFE INSURANCE CO. 
Organized 1843 
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monthly meeting last week. The nomi- 
nation is equivalent to election, as it 
is customary to elect the president of 
the association in the city where the 
next meeting will be held. The meet- 
ings rotate between Memphis, Chatta- 
rooga, Nashville and Knoxville and 
Memphis is due for the meeting next 
year. Kenneth Duffield was nominated 
for secretary-treasurer. 

Hiram E. Walker, agency supervisor 
at St. Louis for the New York Life 
spoke before the Memphis meeting on 
“The New Life Insurance Man.” His 
talk was voted the most brilliant and 
constructive ever heard by the associa- 
tion. 

Lester Brooks of the Jefferson Stan- 
dard Life at Charlotte, N. C., will ad- 
dress the next meeting. 

x * * 

Newark, N. J.—At the meeting of the 
Newark association next Monday, Lyman 
E. Malone of the Sun Life will speak on 
“Prospecting,” Charles E. Hooper of 
the Massachusetts Mutual on “Approach 
and Presentation,” and W. A. Noltie of 
the Aetna Life on “Closing.” 

*x* * * 

Davenport, Ia—Hugh D. Hart, vice- 
president of the Penn Mutual, will ad- 
dress the Davenport association May 10. 
“Signs of the Times in Life Underwrit- 
ing” will be his subject. 

*x* * * 


National Body 
Talks Insurance 


(CONTINUED FROM PAGE 4) 


title would tend to reduce losses. To 
considerable extent, this discussion tied 
in with that on street and highway acci- 
dent prevention, the stolen car, par- 
ticularly in the hands of professional 
criminals using it for other crimes, being 
responsible for many accidents. 

The discussion of fire prevention re- 
volved principally around the questions 
of how local business can cooperate 
with municipal government in providing 
better protection service and how a local 
program should be organized and con- 
ducted. 

At the meeting of the National cham- 
ber Monday prior to the opening of 
the convention, C. A. Ludlum, vice- 
president of the Home Fire of New 
York, was nominated for a place on 
the board of directors, succeeding the 
late Harry A. Smith. There being no 
competitors, Mr. Ludlum’s election is 
assured. The election of officers and 
members of the board is one of the 
final acts of the annual meeting, and 
will be held Friday. 








Call Conference | 
on Underwriting 


(CONTINUED FROM PAGE 3) 


the reinsurance companies. As _ they 
dealt chiefly with the large lines, they 
quickly felt the brunt of ths growing 
loss rate on large lines. In many cases 
the experience was so unsatisfactory 
that some companies were definitely re- 
quested to revamp their system of se- 
lection, that a better type of business 
might be put on the books. Some im- 
provement has been seen, but the situ- 
ation is not yet thoroughly satisfactory 
and these home office men will now 
endeavor to thresh out their problems 
and seek some program that will im- 
prove their work. 


Consider Disability Changes 


The other item for discussion is the 
time-worn subject of disability insur- 
ance, which has given home offices food 
for thought for many years. Also a 
heavy loss producer, it has increased 
in importance as the adaptation of the 
disability clause has grown. Many in- 
vestigations have been made, but none 
as yet have been sufficiently note- 
worthy as to become the basis for any 
general recommendations. This is im- 
possible due to the lack of any general 
basis for comparison, each company 
pursuing its own course in its individual 
manner. Now that a standard clause is 
being effected, there may be the means 
for a future investigation that will 
bring out noteworthy findings. The en- 
tire matter will be discussed at this 
conference May 17 and possibly the 
proposed standard, as that has not yet 
been definitely completed. The joint 
actuarial and commissioners’ committee 
may seek this conference as a means 
of securing a broader reflection of out- 
side opinion on the important angles in 
the proposed standard. Mr. Craig has 
selected a particularly fortunate time for 
the meeting, as it follows the annual 
meeting of the actuarial society and 
thus will both bring together a larger 
number of actuaries and give the benefit 
of the spirit of the two day session of 
the actuarial body. 


Union Central Life 


The Union Central Life states that it 
hereafter will discontinue writing insur- 
ance on the lives of airmen or airplane 
pilots. 











OCCUPATIONAL RATING IMPORTANT | 








be reasonably expected of the agent. 
Occupation hazards are not his business. 
Question blanks filled out by the appli- 
cant in conjunction with the inspection 
report permit satisfactory disposal of 
most cases, but even these means often 
fail to give a clear picture. It is well 
worth mentioning, however, that inspec- 
tion reports have undergone marked im- 
provement recently both in the quantity 
and quality of the information revealed 
about the applicant’s occupational duties, 
especially in trades supposed to contain 
more than the normal degree of hazard. 
Continued advance in this regard will 
be of invaluable assistance to the under- 
writer. The applicant naturally is prone 
to minimize the hazards of his job and 
the agent is likely to agree with him, 
resulting in expressions of opinion rather 
than of fact. The situation in this re- 
spect is similar to medical examinations 
which show facts—not opinions. The in- 
spection report usually gives facts al- 
though sometimes it seems colored by 
opinions of the informants. 
“Concerning the occupational manual, 
it may be said, as between a brief and 
a very long classification, that the for- 
mer, if it contains only ratable occupa- 
tions, might lead those using it to infer 
that occupations not listed are standard 
and that the latter, if too detailed, may 








eee 


be more confusing than helpful. A com- 


(CONTINUED FROM PAGE 4) 





prehensive alphabetical list of occupa- 
tions for index purposes with a sub- 
sidiary classification along broad lines 
showing the ratings would seem to 
overcome most difficulties and _ satisfy 
most needs. 


Causes of Extra Mortality 
from Occupations 


“The cause of extra mortality from 
occupation usually are divided into two 
general classes, first, those which are 
purely accidental, and second, those 
which are health impairing. An occupa- 
tion subject to both may be treated con- 
veniently, if not accurately, with refer- 
ence to the cause apparently exerting the 
greater influence. 

“As the double indemnity is based et 
tirely upon death from accident, the 
underwriting of it with respect to occt- 
pation keeps close company with reg 
lar life insurance underwriting, but 4 
certain life rating for occupations of the 
first class cannot automatically be &- 
tended to the double indemnity becaus¢ 
the premium for accidental death is only 
a small part of the life insurance pre 
mum whereas it is the entire double 
indemnity premium. It seems clear that 
the rating for double indemnity should 
be quite independent of that for life 1 
surance. ; 

“We refer to occupational underwrit- 
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1929 LIFE INSURANCE EDITION 
ing of group insurance for the purpose | work. However, it does show rather | in its place. Shorter working hours, im- 


of emphasizing the difference between 
individual and mass selection. A broad 
classification for regular life insurance 
is by department, but for group insur- 
ance all such groupings are gathered un- 
der a single industry and the extra pre- 
mium applies to each insured regardless 
of the relative hazard of his particular 
occupation. 

“Wholesale insurance is similar to 
group in many respects, except that the 
number of employes covered is less than 
50 and the underwriting is similar to 
group underwriting but not necessarily 
subject to the same ratings because the 
former usually contains a much higher 
percentage of ratable occupations than 
the latter. 


Effect of Permanent 
Disability Benefit 


“The introduction of the permanent 
total disability benefit added to occupa- 
tional underwriting new and most per- 
plexing problems and the complications 
have been even more baffling because of 
the rapid changes in both clause and 
practice. At first it was assumed that 
an increased liability of death is natu- 
rally accompanied by an increased lia- 
bility of disability. As a consequence, 
the rating required for the life insurance 
was applied by some companies to the 
disability benefit, or the latter was 
granted without an increase in premium 
for the occupational hazard, unless the 
life rating was greater than a certain 
amount, or some other equally conve- 
nient rule of thumb was followed. 

“Although the assumption mentioned 
may be correct as to some occupations, 
it does not necessarily follow that the 
liabilities are intensified to the same de- 
gree. On the contrary, there are evi- 
dences that the increases of liability for 
death and disability not only do not 
follow each other but in fact very in- 
versely as to certain occupations, and 
may be modified by different conditions 
of exposure between group and regular 


conclusively that there are many differ- 
ent factors which increase, rather than 
minimize, the difficulties, and further- 
more it seems to indicate certain tenden- 
cies which should be carefully consid- 
ered. 


Suggestions Made by 
ccupational Body 


“At the meeting in May, 


occur during unemployment. 
“ 
2. 


abilities which, altogether 
last more than 90 days. 
“3. That the use of the 90-day clause 
introduces more claims from accident 
than from disease. 
“4. That for some occupations we 
fay be over-emphasizing the health and 
physical hazard so far as actual claims 
are concerned. 
“It is, of course, understood that the 
occupational rating committee were 
studying claims assignable to occupation. 
Aside from occupation, the increased in- 
cidence of accident claims for 90 days 
and over is not apparent in certain ac- 
cident and health experience; in fact the 
contrary. 


Disability Clause 
Should Follow Practice 


“The individual experience, as to most 
companies, is too meagre now and prob- 
ably will so continue for many years, to 
give definite answers to these and other 
questions. The solutions in desirable ac- 
curacy must await a combined experi- 
ence similar to the present occupational 
mortality study. 
“It would be a simple solution to re- 
fuse the disability benefit where occupa- 
tion or physical impairment indicates 
probability of disability and such an ac- 





life insurance. 


Experience Gotten Under 
the Ninety-Day Clause 


“It is worthy of especial emphasis | | 
that we have gotten away from the 
original idea of covering only those disa- | 
bilities which, beyond all reasonable 
doubt, will be permanent. Now we are | 
paying also, by reason of the 90-day | 
clause, for many disabilities which are 
total but not permanent. This latter | 
class contributes appreciably to the rate | 
of disability but probably does not affect | 
the rate of mortality to anywhere near | 
an equal extent. 

“The experience to date, under the 90- | 
day clause, with respect to separate oc- | 
cupations has not been of sufficient vol- | 
ume and homogenity to produce for reg- 
ular life insurance policies disability 
ratings that are much better than guess- | 


tion might be desirable upon the sound 
underwriting principle that a risk should 
be declined when it contains hazards not 
known and not measurable. On the 
other hand, it is a well established prac- 
tice to issue insurance whenever the na- 
ture of the risk permits without an un- 
reasonable extra charge. It is a natural 
expectation that the disability clause, 
being a part of the life insurance con- 
tract, should be subject to that practice. 


Must Keep in Step With 
Industrial Conditions 


“In addition to the double burden of 
knowing rates for both mortality and 
morbidity, the underwriter of occupa- 
tions is faced with the necessity of keep- 
ing in step with industrial conditions 
which change with great rapadity. No 
sooner is one problem disposed of to his 
satisfaction than a new one springs up 
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: 1928, of the 
occupational rating conference, the fol- 


lowing very suggestive points were 
brought out: 
“1. That the greater number of acci- 


dents and diseases in certain occupations 


That occupations involving heavy 
manual labor tend to produce total dis- 
temporary, 


proved machinery and working condi- 
tions, attention to the health of employes 
unquestionably have reduced the haz- 
ards of occupational accident and dis- 
ease. Higher wages and more leisure 
time in which to spend them have 
brought other hazards into increased 
play; new inventions have brought haz- 
ards not before existent. Rates of death 
and disability may sag, as to some 
causes, even to disappearance, and as to 
other causes, grow from molehills to 
mountains. 

“In this matter of underwriting, we 
should be careful to look upon the oc- 
cupational hazard broadly, as being but 
a part of the entire problem of life in- 
surance underwriting. The combined re- 
sult of all factors must be watched. The 
mind should not be fixed upon the 
changes in a single element to the exclu- 
sion of all others. Changes that are tem- 
porary, while important for insurances 
that are temporary, are worthy of much 
less consideration in connection with in- 
surances that are to extend over the en- 
tire span of life.” 


Medical Section 
Had Fine Program 


(CONTINUED FROM PAGE 6) 


it is most important to determine the 
presence or absence of adenomata in 
thyroid abnormalities. 

(2) In a general way the insurance 
woh parallels the cardio vascular 
damage, which is in direct ratio to the 
duration of the thyroid intoxication. 


Close to Uninsurable 


(3) Individuals under 20 years of 
age who suffer an acute exophthalmic 
goitre secondary to an adolescent en- 
largement are very close to being un- 
insurable, because many, despite any 
form of ‘therapeutic procedure, become 
hypo thyroid, and many have an asso- 
ciated general endocrine dysfunction. 
(4) The individual with the benig 
colloid goitre in this area presents, be- 
cause of the high incidence of the de- 
velopment of secondary Graves disease, 
a definite increased risk. 

(5) Individuals suffering from be- 
nign adenomata of the thyroid present 
a very definite and considerably in- 
creased insurance hazard in this geo- 
graphi carea. 

Normal Insurance Hisks 


(6) Individuals suffering from an 
acute, fulminating exophthalmic goitre 
at any age, with the toxemia under con- 
trol by resection of the gland within 
six months of the onset, followed by a 
minimum of three months rest, may at 
the end of two years, providing they 
show no clinical evidence of abnormal- 
ity, be considered normal insurance risks 
for their age. 

(7) Individuals who have harbored 
a benign, symptomless adenoma of the 
thyroid, which has been successfully 
removed by operation should, at the end 
of six months, present a normal insur- 
ance risk for their age. 


two years. If however, at the end of 
four yaers, examination shows no ab- 
normality these individuals may be con- 
sidered very close to normal risks for 
thei rage. 

Independent Observors Report 


(9) Unfortunately there will be a 
group of individuals who will ‘have 
had the thyroid resected because they 
ere told it was toxic and dangerous 
when in reality it was a harmless colloid. 
In fairness to this group the insurance 
company should accept a history from 
an independent observer which sup- 
ports the fact that the operation was 
probably unnecessary, or undertaken 
because of mechanical interference with 


Large figures 





followed by rows of 


0,000,000 


and claims of 


Priorsaty 
are interesting, of 
course. But not nearly 
so significant to the man 
seeking a company to 
represent, as the fact 
that HERE is one that 
offers 


direct sales helps to its 
agents. 


Would YOU Like 


to know what they are? The 
coupon will bring complete 
information without obli- 
“~~ you in any way. 


R ASTER LIFE > 


iit ft) Davenport 


A # Year Old Mutual 
Low Net Cost Record 





A. E. Littig, Secy., 
304 Register Life Bidg., 
Davenport, Iowa. 
Please write me about your 22 forms of 
direct sales cooperation, and is......++..++s. 











ATTRACTIVE 
GENERAL AGENCY 
CONTRACT 
TO THE RIGHT MAN 


In city of over half million 
population. Now open. 

Exceptional opportunity for a 
live producer to make at least $500 


per month, under a liberal General 
Agency contract and at the same 
time 


BUILD UP A 


PERMANENT INCOME 
For Old Age or his depe nden 


If you can qualify for this oppor- 
aa, give full details of all t 
business connections in your fest 
letter, which will be treated as 
confidential. 


W. C. C. Coitmbus, 0. 
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function. These patients should never 
have been classed as thyrotoxic, and 
the fact that they have had their in- 
nocent colloid goitre resected should, 
from an insurance standpoint, make 
them normal risks insofar as the thyroid 
disease is concerned. 

John M. Laird, vice-president of the 
Connecticut General Life and chairman 
of the disability committee of the Amer- 
ican Life Convention, delivered a very 
interesting paper on “The Disease Out- 
look” and was followed by Dr. Henry 
W. Cook, vice-president and medical 
director of the Northwestern National 
Life, who read the report of the dis- 
ability committee of the medical section. 

Those who discussed the disability 
committee report were: H. Ding- 
man, vice-president and medical director 
Continental Assurance; Dr. Ross Hus- 
ton, .medical director, Bankers Life of 
Des Moines; Dr. B. D. Byrd, assistant 
medical director National Life & Acci- 
dent of Nashville. 


Wednesday’s Program 


On Wednesday the program was as 
follows: 

“What is the Risk in Insuring a Man 
or Woman with Peptic Ulcer?” by Dr. 
Walter C. Alvarez, associate professor 
of medicine, University of Minnesota 
(Mayo Foundation) Mayo Clinic, and 
discussion by Dr. Charles P. Clark, 
medical director Mutual Benefit; by Dr. 
C. E. Schilling, vice-president and med- 
ical director of Ohio State Life, and 
Dr. George Cullen, medical director 
Illinois Life. 

“Occupational Underwriting” by Dr. 
Frank L. Grosvenor, medical director 
Travelers, and W. Nelson’ Bagley, 
assistant actuary Travelers. Discussion 
by Dr. Albert M. Seaton, medical di- 
rector American Central Life; Dr. A. 
R. Stone, associate medical director 
Missouri State Life, and Dr. C. N. Mc- 
Cloud, medical director Minnesota Mu- 
tual Life. 

“Papillomata of the Bladder” by Dr. 
Frank P. Righter, medical director of 














Ways to Use a Death Claim List 











As a specific sales help the Lincoln 
National Life has furnished its field men 
with the following suggestions on the 
ways to use death and disability claim 
sheets in securing prospects and inter- 
esting people in life insurance: 


1. Note the local and state claims, | 
| 


then utilize the local interest. 


2. Show how many claims matured | 


though the policies had been in force 
but a short period. 


3. Note the tangible evidence of the 


frailty of man that is displayed. 


in good health. 

4. How pitifully small are many of 
the claims. Use this in increasing the 
average sized policy. 

List of Occupations 


5. The list of occupations should be 
of great value to you in suggesting lists 
of local prospects. It may give you a 
start on certain men in vocations that 
you have overlooked. 

6. Let it suggest definite groups of 
men in the same line of work who would 
be interested in knowing what can hap- 
pen to their co-workers, The fact that 
a contractor was killed by a steam 
shovel accident is more interesting to 
another contractor than it would be to 
a bookkeeper. 

Visible Proof Shown 


7. Use the list as a visible proof for 
the need of protection and show it to 
those who say that they woukd rather 
save by private investment. 

8. Use it as a center of influence 
guide from which to start the endless 








and discussion by Dr. 
Frank L. Trutt, medical director Re- 
serve Loan Life; Dr. M. M. Lairy, 
medical director Lafayette Life. 


Atlantic Life, 





a year on this contract. 


Indiana. 





Openings 
For Superintendents 
And Agents 


We have an opening for three Superintendents. 
Superintendent with this company is the same as a De- 
tached Assistant Superintendent with an Industrial com- 
pany. We pay $150.00 per month guarantee salary, with an 
over-writing equal to 2 1/6 times Industrial. 
months a live wire can increase this to 7.6 times. In addi- 
tion we pay a 5% over-writing on all Ordinary when settle- 
ment is made with Home Office, and at the end of the year 
a bonus in the way of times on your Monthly Premium 
increase, and an additional bonus of $1.00 per thousand on 
Ordinary increase. We have Superintendents running $6,000 


We also have openings for twenty live wire agents. 
Our minimum guarantee is $60.00 per month to straight 
canvassers and men with extremely small debits. 
guarantee increases with the size of the debit. We have 
men drawing better than $100.00 a month guarantee. In 
addition we give an agent equal to 26 times Industrial to 
start on, and if he is a live wire he can increase this after 
three months to 34 2/3 times. Ordinary commissions are 
graded from 55%, with renewals. We have agents who 
have made, and are now making, as high as $1,000 per 
month. Our average man is running better than $200.00. 


If your record is clean, and you would like to locate in 
either Indiana or Michigan, write in confidence to A. S. 
Burkart, Vice-President, Conservative Life Insurance Com- 
pany of America, Conservative Life Bldg., South Bend, 


A 


After three 


This 








Read | 
the many death causes to men recently | 





chain method, especially if it contains 
the name of a policyholder or any one 
from your locality. 

9. Show your grocer the names of 
three other grocers on the list. Simi- 
larly follow other occupations. 





SOME RECENT COURT 
DECISIONS 











Where Insurance Company Failed to 
Contest Policy Within Two-Year Pe- 
riod of Incontestable Clause, Held Pre- 
cluded from Contesting Thereafter.—In 
American National vs. Welsh, Court of 
Civil Appeals of Texas, 3 S. W. (2d) 
946, the insurance company issued a 
life policy which contained the follow- 
ing incontestable provision; 

“Subject to correction of age as above 
provided, and provided premiums have 
been duly paid, this policy shall be in- 
contestable for the amount due after 
having been in force two years during 
the lifetime of the assured.” 

The policy was issued March 24, 1924, 
and the insured died Aug. 13, 1924. 
Proof of death was promptly filed, and 
the insurance company denied liability. 
Following this, on May 4, 1926, the 
instant suit was brought to recover on 
the policy. 

Claimed Not in Sound Health 





In defense the insurance company set 
up that the insured was not in sound 
health at the time of the issuance of the 
policy. The beneficiary pointed to the 
incontestable clause, and contended that 
the insurance company was precluded 
from contesting under the provisions of 
this clause. The trial court found in 
favor of the beneficiary. On appeal the 
higher court in reviewing the record 
and in affirming the judgment of the 
trial court, said: 

“Appellant contends that the death of 
the insured within the contestable pe- 
riod fixed the rights and liabilities of 
the parties and that, since the insured 
died within the period of two years, it 
stopped the running of limitation, and 
that it was not necessary for it to bring 
a proceeding in court in order to make 
a contest. Appellant further contends 
that its refusal to pay the claim within 
the two-year period amounted in law to 
a contest. We overrule these conten- 
tions. 

Must File Suit Within Period 


“The overwhelming weight of author- 
ity is to the effect that time does not 
cease to run against the incontestable 
clause contained in an insurance policy 
simply because of the death of the in- 
sured, and that it is necessary for the 
insurance company to institute a court 
proceeding to cancel the policy of insur- 
ance within the two-year period provided 
in said policy in order to defeat same 
by reason of any fraud or misrepresen- 
tation that may have been practiced 
upon it by the insured at the time the 
policy was issued... . 

“It seems to be the law that a life 
insurance policy becomes incontestable 
by reason of any conditions which ex- 
isted when the policy was issued after 
the time named in the policy for a con- 
test has elapsed, the theory of the law 
being that an insurance company is 
given the time named in the policy, not 


| to exceed a two-year period, in which 


to ascertain any fact which would vitiate 
the contract of insurance and institute 
proceedings to cancel the same by rea- 
son thereof... . 

“The judgment of the trial court is 
affirmed.” 





The Unique Manual Digest is the only 
book showing all life companies in all 
departments of information. Copies 


may be obtained by addressing The Na- 
tional Underwriter Company, 
Fourth street, Cincinnati, O. 


420 East 



















CASH 
IN ON 
THIS: 
CHECK 


THIS 
COUPON 


If you don’t write ac- 
cident and health insur- 
ance, you ought to. The 
A & H Review will help 
you get started. 








The 





Accident & Health Review, 
175 W. Jackson Blvd., 
Chicago, Illinois. 


Here’s the check and coupan—Send me @ 
sample copy of The A & H Review. 
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Imagination in the Sale of Insurance 
Becomes a Most Potent Factor in 
Kindling the Desires and Hopes of Men 


ECLARING that the people in the 
D life insurance business are in great 

danger of assuming that the factual 
method of selling life insurance and the 
reasoning method are the only ways in 
which it can be sold, Hugh D. Hart, 
vice-president of the Penn Mutual, 
addressing the Minneapolis Life Under- 
writers Association at its April meeting 
advocated a greater use of what he calls 
the imaginative method of salesmanship. 
He said, “Men buy for pleasure. Does 
in order to 


a man buy an automobile 

have a wreck? Does he buy a radio | 
in order to enjoy the static? Men| 
buy for the thrill of fuller living. Life | 


insurance alone is still distributed by an 
appeal to gloom.” 


Big Committee of 
Life Insurance Men 


Mr. Hart opened by pointing out the 
fact that the 200,000 life men of this 
country have been appointed a commit- 
tee to insure the 116,000,000 lives in 
America. He said that while the life in- 
surance in force is $100,000,000,000 ap- 
proximately, the life values have often 


conclusions from which it is inevitable 
that he must buy life insurance. We 
forget that men are not always moved 
by facts. If all men were reasonable, 
there would be no other methods of sell- 
ing than these two. Many successful 
men are not endowed with the ability 
to be moved by facts and reason. If is 
a mistake to assume that if you present 
convincing reasons that you will make 
a sale. 

“The third is the political method. 
It seems to us as if some salesmen use 
almost no salesmanship whatsoever. I 
believe that there will never be a time 
when it will not be necessary to use 


buy insurance is to show them that the 
premiums are low. When a man sells 
life insurance correctly, he implants 


certain motives in the mind of the buyer 
that induce him to buy. Those motives 
guide him through all the period that he 
carries the insurance. It is vastly im- 
portant that the converts to life insur- 
ance should buy from the proper motives 
and that these motives should be the 
impulses that represent the ideals of the 
institution. Is cheapness the paramount 
virtue of life insurance as it stands as 
a bulwark to the homes and businesses 
of America? The economical manage- 
ment of our life companies is extremely 
important, but it is not the paramount 
virtue. 
of life insurance. When all other 
methods fail or fall short, here one 
method of investment that ought to 
stand impregnable against the assaults 
of human weaknesses. 
“A fifth method is the 


is 


sale by testi- 








Hugh D. Hart has been blazing a trail during his visits at different agency 


centers. 


In his Minneapolis talk he fired the minds of his hearers by showing 


how imagination can be used to kindle the enthusiasm, hopes and visions of 


prospects. 
appeal for life insurance. 
tingling with life. 


Mr. Hart-said that men buy for pleasure. 


Imagination in selling, in his opinion, should be resorted to in the 
Life insurance is not a dull, dead abstraction. 


It is 
They buy for the 


thrill of fuller living. Life insurance, he declared, is still being sold too much 
by an appeal to gloom. Men must be shown that life insurance contributes to 


the unfolding of their dreams. 


Safety is the paramount virtue | 


j sold 





| lives 





you at one sitting. 
Harvey Weeks has demonstrated con- 
clusively that testimony is a valuable 
ally in backing up a sales appeal. 


you sick and cure 


Use of the Imagination 
in Selling Insurance 


“The sixth form of salesmanship and 
the one I want to talk to you about par- 
ticularly, the use of imagination. It 
has fallen into disrepute because it was 
perverted and misused in the early days 
of life insurance. In those days you 
would find many people who had ordi- 
nary life and thought they had 20 pay- 
ment life, and those who had 20 pay- 
ment thought they were carrying 20 year 
endowment. The effect of over-esti- 
mates of dividends and other misrepre- 
sentations brought about a disreputable 
aspect to the business. The American 
people are a decidedly practical people. 
We pride ourselves on following prac- 
tical motives, but it is a false assumption 


is 


_| that all the factors of a sale must be 
—= | essentially practical, We must remem- 
ber that the use of imagination in sell- 


ing is practical. 

“Who are the greatest salesmen? They 
are those historic characters who have 
men in the mass great ideas that 
changed the entire destiny of their 
at one stroke. 


have 


Pizzaro as a Boy 
Was a Swineherd 














been estimated at $2,100,000,000,000. He | ————————————_—————————. ~ —--- “Pizzaro as a bov was a swineherd 
said that it is high time for the life in- \ man with a great imagination can't 
surance business to endeavor to im-| some salesmanship in every case, but| monial. There is a cocky feeling in| remain in that kind of an occupation 
prove the processes of salesmanship in| here and there we find a wire puller, a | America that we are not moved by what | Jong He grew up to be a great ex- 
order to measure up more completely to | man who has the ability to ingratiate | other people think. ‘I do my own think-| plorer. His expedition to Peru was 
the task. | himself into the confidence of men of | ing,’ is a common statement which really | wrecked. His party was destitute, bit- 

“There are six methods of salesman- | influence. Those of us who have not | isn’t true, A man would be a fool to ten by snakes, and suffering from pes- 
ship,” said Mr. Hart. “The first of these this ability say, ‘Here is a man who sells | ignore the thinking of others. He would | tilence. All wanted to go back except 
is the factual method. It depends upon | by pull.’ This method ought not to be | be isolated on an intellectual island. If | Pizzaro. The governor of the country 
the presentation of facts to win the ap- | sneered at. It requires a certain kind| I had a telegram here today from J. P.| from which he came sent relief ships 
proval of the prospect. I sometimes fear | of salesmanship to be able to sell with | Morgan saying that he had just bought! and ordered him back. Then Pizzaro 
we have become devoted to the f factual | a minimum amount of actual salesman- | 1,000 shares of United States Steel be-| had to make a sale. Did he quote sta- 
method and have come to the conclusion | ship. This method is a client-builder, | cause he felt sure that the market would | tistics about gold in the mines of Peru 
that it is the only method. There never and the great underwriters of the future | go up, there would be a grand march | and the population of that country? No, 
has been a better method of selling than | will be client-builders. It eliminates the | from this room to the nearest broker. | he said, ‘Yonder is home and safety and 
by presenting overwhelming facts, but | necessity of salesmanship, and is there- Whatever we may think of the ethical | ignominy.’ He drew a line in the sand 
this does not mean that we should con- | fore one of the highest forms of sales- value of patent medicine advertising,| and stood on one side of it. ‘Yonder 
clude that there is no other method. manship, y _ | there was a great type of salesmanship. | js Peru, danger, hardship, gold, and 
Reasoning Method A Saag fourth mee tr ane : a man could my their adver-| glory.’ Thirteen men stepped forward 

Geet te Selling is the price method. | n the fe do isements, conjure up in his mind the | across the line and thus wrote their 

| commodities, a dominant position is| memory of the symptoms suggested,| names in history. This was the use of 

“The second method is the reasoning | always given to the low priced article.| then turn over the page and read sug-| imagination in selling. 
method. We state premises in a gen-| Commodity minded salesmen proceed on | gestions from prominent citizens testify- “When Napoleon was in Egypt his 
eral way which the prospect cannot help | the theory that all that is necessary to | ing to the curative value of the remedy,! army came face to face with a great 
but concur with. From these we deduce ! do to convince people that they should |! and he would buy. They could make | Mohammedan army His entire career 

Gains for 1928 s 
Increase in Paid-for Business over 1927.... 20.38% 
Increase in Gain in Insurance in Force a 


over 1927. 


ove eee eee 


Gain in Total Insurance in Force 





Another Big Year Ahead 
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General Agents and Managers f 
Wanted in Illinois by the 


CALUMET NATIONAL LIFE \ 


9th Floor Insurance Exchange, Chicago 


Capital, $500,000 


Contingent Reserve, $500,000 


E. D. SEIP, 
President 






Surplus, $500,000 


ROBERT H. BEARD, 
Vice-Pres. and Genl. M¢gr. 








UNDERSTANDING - APPRECIATION 





The commission figures in your contract may mean but little in 
dollars to you. A high commission, but with no cooperation, no appre- 
ciation of the Agent’s problems, may mean a barren relationship. 


A fair commission, good renewals, a full understanding, and the 
placing in your hands of the best devices for making your work effective 


—these are things that count. 


NATIONAL FIDELITY LIFE INSURANCE COMPANY 
Ralph H. Rice, President 


Home Office 


Kansas City, Mo, 











A_REAL OPPORTUNITY AT 


DAYTON, COLUMBUS AND 
yy OHIO 


If you are interested in “Partnership 
Insurance” you can secure a very valu- 
able canvassing portfolio from The 
Diamond Life Bulletins Service, 420 East 
Fourth street, Cincinnati, O. The book- 
let is very attractively bound in an arti- 


ficial leather binder and contains a re- 
print of the recently revised material 
on this subject now appearing in The 
Diamond Life Bulletins Service. 

















one of those which excites the imagina- 
tion. 


“Guaranteed” Is Magic Word’* 
in Selling Policies 

“In selling non-participating insur- 
ance, there is a word that has greater 
appeal to the imagination than any 
other. It gives strength and confidence. 
It is the word ‘guaranteed.’ I used that 
effectively for 15 years. The greatest 
business-getting word that participating 
insurance has is the word ‘dividend.’ It 
is a magic word. It has lured the 
American people to lose a billion dol- 
lars in unwise investments. It can be 
used honestly, however, to kindle the 
imagination and desires, and it consti- 
tutes a powerful weapon in the sale of 
life insurance. 

“More potent than the use of words 
is the building of conceptions that ap- 
peal to the imagination and change the 
whole current of men’s thoughts, and 
makes them advocates of our life 1n- 
surance service. The great imaginative 
opportunity is our responsibility to 
change the whole conception that the 
American people have of life insurance. 
Men buy for pleasure. Does a man buy 
an automobile in order have a wreck? 
Does ‘he buy a radio in order to enjoy 
the static? Men buy for the thrill of 
fuller living. Life insurance alone is 
still distributed by an appeal to gloom, 
which is a remnant of a more unfortu- 
nate error. We must show a man that 
life insurance contributes to the unfold- 
ing of his dreams. This is a task that 
confronts the imagination of the under- 
writer. Only by dispelling the gloom 
so that each premium deposit marks a 
milestone toward the goal that he has 
set can we accomplish this purpose. 
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depended upon the result of this battle. — 
He rode out in front of his army. Did S k e f q 
he quote statistics? No, he galloped out toc Quotations 0 
d pointed to th i. F | 
and pointed to the pyramids. ‘forty : 
centuries are looking down upon you,’ Insurance Companies | 
he said, and his small army defeated 
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J. McCOMB who carried $900,000 of life insurance. The Fraternal Digest shows the facts 7 
I COUNSELOR AT LAW There were many good reasons why he| about fraternal insurance and mutul jj /~—— 
ARRY C. MARVIN * CONSULTING ACTUARY should carry more. He probably knew] °F assessment life associations. It 
rem: eserves . : anid ¢ e esigne rom an “o ine” point it 
Premiums, R ° them, but I went to him and said, ‘$900,- | 4 ad f “old line” t 
Consulting Actuary Values, etc., Ca Valuations 000—that is almost a million . Who view, i. e., the material is arrange 9 
N st. and Examinations Made. h wl ‘lic e similarly to our legal reserve life insur | 
2105 North Meridian and all Life ce Forms Pre- wants to get that close to a million with- | ance books. Copies may be obtained by — 
INDIANAPOLIS, INDIANA Magy Law of Insurance @ out having a million? He answered,| addressing The National Underwrite 
Colcord Bldg. OKLAHOMA CITY No one does, but I cannot be examined | Company, 420 East Fourth street, Cir 
A until tomorrow.’ The word ‘million’ is | cinnati, O. 





STATE SUPERVISOR FOR 
OKLAHOMA 


With Headquarters at Oklahoma City | 


A man who is capable of building a || 
productive organization, who has had 
actual experience in supervision and 
at least five years successful experi- 
ence in selling Life Insurance. Preter |¥ 
a man between 30 and 35 who cal| 
furnish a bond. Office and travelling |) 
expenses in addition to salary and 
commissions. 

We are a well established legal re- 
serve Life Insurance company in the 
Mid-West, about two decades in age, 
and approximately $100,000,000 
force, and rated as “excellent” 
Best’s Reports. { 

In writing, give age, experience, |/J 
and reference. Address M-16, cart 
The National Underwriter. ‘ 

















en 


Life, Health and Accident In- 
surance Company for Sale 


Operates on Old Line Legal Re- 
serve basis, incorporated in State 
of Illinois. License pending for 
other midwest states. New com- 
pany; no liability; everything 
complete, policies, rate books, aP- 
plications ready to start business 
at once, $7,000.00 cash complete 








Address M-8, care The National 
Underwriter. 
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Illinois reserve companies, the GECAGO RATIONAL UAVS wees 
business its Home Stare in i927 than an y other company. is the 
companies ranked according to L, J, %, J, *- yy I- 











New Business 
Name of Company Writs Bastcce Yeoze  Weittes te toa? 


coccce 1922 6 $18,072,785 
868 60 1 
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peedeeeeesaseas 8 
14 Central _ | sy NE EE LS RE 1907 = rn 
15 Peoples Life of Ill. .................. 1908 , 
16 nee iedindieionnisene 1927 1 2,580,732 
17. Cosmopo: a ee 1927 1 2,395,000 
18 Yesteny SO ae ee eer eee 1924 4 2,298,017 
19 Twen PI CMe cccvcnceeesne 1927 1 2,277,704 
20 Rockford 7 pbaeevdaseevessucnstens 1910 18 2,206,947 
2 ©#6S eld Rei Mana cates ann 1924 4 2,107,839 
22 dl AP aREpargaie 1926 2 1,656,273 
_-— . "hn RRR REA 1921 7 1,499,525 
96 Citizens National .......ccccccccccees 1927 1 1,017,654 
25 Northwestern Union ...............-. 1923 5 706,603 
FE made a bet ion record 
Be ges rth cae RATA, US motes tae ses oo 


ho om two to ten times older than it is. 
pt of ohm are from shown for the CHICAGO NATIONAL LIFE by [~4 in 


posit tg know i best fr ana to agents. 
tory for General Agents Ty- Lt, f -A Missouri 


CHICAGO NATIONAL LIFE 
INSURANCE COMPANY 


202 South State Street Chicago, Illinois 
Write A. E. JOHNSON, Vice-Pres. and Gen’l Manager 















Supervisors Wanted in Ohio 
Real Opportunities for the Right Men 







We want to hear from properly qualified men 
who are familiar with territory in Ohio and can 
help us to organize and develop our agency force in 
that state. 

The men selected will be paid a salary for hiring 
and training agents and will be given an allowance 
for traveling expenses in connection with organiza- 
tion work, They will also be given a liberal first- 
year and renewal commission contract covering 
personal business sold. 

We want men with a sound knowledge of modern 
underwriting principles. They must be in good 
health, honest, ambitious, industrious, self-reliant 
and mentally alert. They must have been person- 
ally successful in selling life insurance. 

Men between the ages of 28 and 35 are preferred. 
We want supervisors young enough to grow and 
advance with the Company, but with enough expe- 
rience to do effective work from the start. 

If interested, get in touch with: 


W. T. O"DONOHUE Vice-President end Agency Manager 


JEFFERSON STANDARD LIFE 
INSURANCE COMPANY 


GREENSBORO, NORTH CAROLINA 


| MORE THAN 340 MILLIONS IN FORCE 














Builders of Business 


An Investment in Wallets 
Will Pay Big Dividends 


If you have not used Kaufmann Systeman Security 
Holders you have a pleasant surprise awaiting you. 
For Kaufmann wallets will help you build business 
just as it is building business for hundreds of others. 
The Kaufmann Wallet is the best leather container 
on the market designed to provide a place for insur- 
ance policies, bonds and other valuable papers. 

Until you have used it to deliver those extra policies 
you have not made use of the biggest dollar for dollar 
life insurance business builder on the market today. 

The standard size is $2.25 and the large size, 


$3.15. Quantity rate gladly furnished on ap- 
plication. Other wallets from 65¢ to $5.00. 


E. L. KAUFMANN 


Room 700, Austin Bldg. 
111 W. Jackson Blvd. Chicago, III. 











Telephone Wabash 3933 





W. L. MOODY, JR. W.L. MOODY, UI Ww. J. SHAW 


res resident 
SHEARN MOODY T. L. CROSS 
Vice President Vice President 


American National 
Insurance Company 


HOME OFFICE: 


GALVESTON, TEXAS 
$546,645,788.00 INSURANCE IN FORCE 


We Have Openings for Live Men in 


California Michigan Tennessee 
Colorado Minnesota Texas 
Georgia Missouri Virginia 


Kansas North Carolina Washington 
Kentucky South Carolina West Virginia 


ORDINARY—INDUSTRIAL 
GROUP—HEALTH AND ACCIDENT 


Liberal First Year and Renewal Commissions 
Up te Date Policies—Non Medical—Group and Special Low 
Premium Plans Offering New and Attractive Features, 


If Interested Address 


AMERICAN NATIONAL INSURANCE CO. 


Agency Manager, Ordinary Department 
GALVESTON, TEXAS 
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‘About the Peoples Life Juvenile Policies— 
Agents sometimes wonder why they should 
represent one of the smaller Life Insurance 


Companies—Here is one of the Peoples Life 
Insurance |(Company’s answers—8 big points about its 


Tt 
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children’s policies. 1. Issued from birth. 2. Average 
cost 6c per week, per thousand. 3. Premium Waiver 


features. 4. Full coverage at age five. 5. Premium re- 


duction at age ten. 6. “20 Pay” provides full coverage at 
extremely low cost. 7. En- 


= is 4 ’ ements 
dowment, at age 1 8 estab- Z . ie one, of 2 orgs fi _stat wee 
lishes educational or business @ 


company a Ss 1908 és develop. 
tering a new phase in its develop- 
20.8 eA 1 ; “- 
fund. 8. AllfYadult policy Zl] rm life Mowrance to fore.” Se 
o interested in representing the co 
features. Z oe invited to communicate wit Ee 
J. Cotter, Agency Director. 


THE PEOPLES LIFE INSURANCE 
COMPANYSILELINOIS. 


CHICAGO, ILLINOIS. 


our Stedman: President. 
G6.L.Lutterloh: - -Secrefary 





